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A Company That Helps 


When a man becomes an agent of the 
Central Life he finds he has a company 
that will help him. It brings a modern, 
progressive spirit of business for busi- 
ness sake which, in accomplishing its 
purpose of stimulating profitable activ- 
ity, goes the rest of the way and makes 
enduring friendship. 


Being amply financed, the Central Life 
is particularly well adapted for growing, 





aggressive men. The organization is 
in close sympathy with men who are 
actively fighting for business, and eager 
to back their efforts with their own 
aggressive enterprise and comprehen- 
sive knowledge. 


What agents want primarily is more 
business and a company that is a real 
help. It is when they come to analyze 
a company from that angle that they 
most appreciate the Central Life. 
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Life Insurance Men— 


A Contract with our Company 
will insure you a prosperous year 


BEST COMMISSIONS—BEST POLICIES—WRITE US 


RESERVE LOAN LIFE INSURANCE COMPANY 


INDIANAPOLIS, INDIANA 
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The National Underwriter 


Twenty-Sixth Year. No. 19 


USE STRENUOUS MEANS 
FOR SAVING RENEWALS 





Biggest Problem Now Is Conser- 
vation of Business Written 
in 1919 and 1920 





LESS TROUBLE WITH 1921 





Business Last Year Put on More Care- 
fully and Shows Much Better 
Sticking Qualities 





The tremendous lapsation which has 
ravaged life insurance ofhces tor over 
a year is still being encountered and life 
underwriters are being called upon to 
use stringent measures in order to save 
many of their first and second year re- 
The bulk of the lapses and ap- 


prehended lapses appear to le 


newals 


sult of hastily placed business of 1919 


and 1920, last year’s business being ot 
more durable character in most cases 
In order that the great vclume of busi- 
ness written in the banner year of 1920, 
much of it being for large individual 
amounts, can be kept upon the 
agents are working strenuously in the 
attempt to develop new methods of re- 
selling it The life underwriters are 
convinced that there has never been a 


time in the history of the business when 


1 , 
DOOKS, 


agents have put so much time into the 
matter of conserving business 


Strenuous Measures Taken 





N tes re taken ror any period ul to 


LIFE INSURA 
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END 30-YEAR-OLD CASE 


ENDOWMENT CRAZE RECALLED 


Final Dividends Being Paid on Last of 
Wildcat Scheme of More Than 
a Generation Ago 


BOSTON, MASS. May 9 After 
more than thirty years a tinal dividend 
is being paid this week out of the stat: 
treasury of Massachusetts, through th« 
auditor’s office, on the claims against 
the Mutual One-Year Benefit Order 
the last of 56 Massachusetts 
ment endownment concerns which set 


AaSSeESS 


the insurance world agog for a year or 
two more than a_e generation ago, 
mulcted millions of dollars from hun 
dreds of thousands of victims, and thet 
blew up. 

As Insurance Commissioner 
S. Merrill said at the time “It is 
doubtful if the world’s history, whether 
in the South Sea Bubble, the Dutcl 
tulip mania, or the Mississippi scheme 


Georg: 


presents a parallel to the ghost dance 


in which the people were led by thi 
wild and foundationless 


fatuation.” 


gambling u 


Receiver Appointed in ISd!l 


Sherman L. Whipple of 
more than 30 years ago appointed re- 


Boston was 


ceiver for this last of the assessment 
endowment orders, on Novy. 29, 1891 
H« found the accounts in great con- 
fusion but within two years he had re 
covered about $30,000 from the officers 
In January, 1894, a dividend of 33 per 
cent was paid from the then assets of 
Other small dividends were 
paid at later dates In 1898 the report 
to the imsurancs show 
that the receiver was making what was 


$105,798 


commissioner 





90 davs and tor an premium amount 


necessary In many cases the agents 
are paying the entire premium out ol 
pocket vher the integrity 


tio ] 


unquestioned 


ther own 
ot the 
rhe financing of renewal premiums has 


become a big factor in the field man’s 


policvhold 1 is 


work In many cases It iS Of wreat im 
portant im manv cases, 101 the renewal 


income of some agents has been built 
of recent vears with an increasing num- 
policies Thus each laps 
endangers the income 
every efiort 


ber of larg 
more seriously 
and it is necessary to use 
to save it 

It is true that all agents are not feel- 
ing the pinch of lapses so strongly, 
though the company experience is an 
indication that the average agent is in 
this situation Some agents have been 
fortunate and have had a lapse ratio 
very nearly nil. Tiey are to be com 
mended for the ability to achieve such 
a record in a year such as the present, 
for it is taken to mean only one thing, 
that these agents have placed their 
business in such a way that it remains 
on the books It is an indication that 
the agent has trained himself to be an 
underwriter and has acquired the 
knowledge of how to sell life insurance 
properly 

Steady Workers Win 


It is found in many cases that these 
agents did not make any phenomenal 


gains during the big years, but showed 


expected to be the final payments « 
dividends, but it was not until Apri! 
1, 1921 that the eleventh and final re- 
port was made 

Che court entered a fir 
17, 1921, discharging the 
directing that the funds remaining in 
his hands, $1,819.59, be turned over to 
the treasurer and 
the commonwealth This $1,819.59 bal 
ance the treasurer is now trying to 
dispose of among the 1,800 original 
claimants who were members of , the 
order. Many of the claimants have 
died, many have removed to other parts 
of the country and to Canada and many 
will probably never be found | 


ial decree Jun 


receiver and 


receiver-general ot 


Millions Gathered In 


[The gathering in of some 364,000 
members into the 56 Massachusetts 
corporations resulted in the collection 
of $12,500,000 from certificate holders 
From this sum, less than 9 percent of 
the members received in payment of 
the earlier matured over 
$3,000,000, while above $2,000,000 was 
paid in claims for sickness, 
portion of this to certificate holders in 
excess of their contributions, with the 
natural result of the immediate disap- 
pearance of these enriched members 
from the rolls, at the cost of those re 
maining. Nearly one-half, or some $4, 
000,000, went into the pockets of pro- 
moters and officers, leaving at the end 
only about $3,500,000 for distribution 


certificates 


a large pro- 
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_HEADS NEW COMPANY |STRONGLY OPPOSED TO 
| ADVERTISING SCHEME 


MARSHALL NAMED PRESIDENT | 


Life De- 
clares that Little Benefit 
Will Be Derived 


Northwestern Mutual 


Former Vice President of United States 
Made Chief Officer of Bankers 
National Life of Indiana 


'"—~!REASONS FOR POSITION 


INDIANAPOLIS, IND., May 
thomas R M i rmer vice-pres 
nt o I L nites Stat has beet 
‘ ‘ el ‘ r tankers Na 
1 Lite Insurance Comp “ | Declares That Life Insurance Must Be 
' 1 cK 1 
: Sold by Personal Methods and 
‘ \i i ! 1 ‘ ( 
‘ le CO usine ‘ Through the Agents 
ce | Ert Slac iorme district 
‘ ey en counse tor tl 
| | Nati I The Northwestern Mutual Life has 
i or i ‘ LPL em ele 
come out strong against institutional 
( \ eC {) ‘ \ ] i , . 
walion nf im ancl L faves amet of tin vdlvertising rhis is the plan that is 
S 10.001 P 1s ' 1 being projected by the National Asso- 
en subscribe Mr. Slack states I} ciation of Life Underwriters, the sin 
ance the capi toc! 10,000 | ews of war come from the companies 
ires whet sold and paid tor W , : : , 
‘ ? ‘ rT ~ t ? Ti smo 
ve the comnat a paid up capital « leclare tha t idvertising that 
S500,000 nd surplus ot $700,000 Ott counts s the testimony of those who 
cors of the compar state that the e1 have cen sold not by mass methods 
tir nount will } )] af eo ty , . 
e amount will be placed in thy eas it through a discerning, reasoning per 
ury of the company , 
sonality Ihe company asserts that 
Prominent Men as Officers ’ , , , 
those who are advocating imstitutional 


Other officers and directors of the idvertising have given the subject lit 


company include Ed Jackson, secre tle or thought They want it be 
tary of state, who is first vice-presi cause the conclude that it will ecas¢ 
dent ] \. O'Shaughnessy, second | the approach or make it possible to 
ce-president and director of agencies eliminate certa steps in. th selling 
] Newton Brown, secretary of the | process 
' 
id ' S ; Co d rT ] 
iacaan | Stat Boar of Agriculture rhe Northwestern Mutual says that 
who is — Vice aagge ago William M anes oducts are hought and others 
jones Ss tar is also reast 1 : 
< the ecretary, ; LIS¢ treasure are sold \; article that is hoppe 1. 
ot the Indiana State Board of Agri- 1 " 
“ , tor exan pit can Ti descri ved ind pic 
culture C. QO. Harris, the deputy , Yt 
ty at ‘ , tured it responds to advertisu fe Life 
COUNTY (rcasure 1s assistant secre ‘ 
nsuran th Northwestern Mutual 
tary Samuel OQ. Dungan, the treas . ar " 1] } | 
" i i¢ e 8 lisputal t< : ‘ 
irer is president of the Polk Milk \ — nap weny “ — 
of services s¢ lvertising as s 
Company; Marlin A. Prather, secre ; rvice ld. \dve ; os . 
tary of the Indianapolis Branch of the | Piece im Ca products are to ypped 


Bank, is assistant tre In discussing the subject the North 
Mutual say 


What Is Advertising tf 


vestert 


Adopts Bank Plan 


; 
‘Advertising is the impersonal ma- 
[he Elkhorn Life & Accident o ; \dve ry . : ona " 
1 1 « or t selling scl hic: 
Norfolk, Nebr., has inaugurated an in- | ¢!me-meth oF sciin crentilically 
1) of | Prepared advertisement results only 


surance savings plan in which al 
the Norfolk banks will participate 
of the banks have increased their sell- 


product in question has been 
j ! 


emanda 


1 | when the 
natur ot the « 


analyzed; th 
| determined; and the proper distribution 
new business The plan is similar to| channels decided \ccording to these 

| 


that in operation in other cities, the | factors, an advertisement is d 


ing staff in order to take care of the 


cesivne d io 


depositors entering mto a contract tor serve as l \ control 4 \ mission- 
120 monthly payments, each payment] ary: 3. A distribution aid; 4. A direct 
based upon the age of the depositor selling force The selectiol ot the 


At the end of the ten years the de- proper media depends entirely on these 


posit, with the interest which is paid] same analyses: for examplk many a 

thereon will amount to $1,000, guar well conceived distribution-aid type ot 

anteed to be paid in cash together with | advertisement has been released through 
$1,000 paid up life insurance policy ot | papers. magazines or circulars who 


the cash value of the policy At age] patrons were not among the likely pros 
25 the monthly deposit on a $1,000 pol-| pects for the given product—a failure 
$10.83. If the depositor] to analyze the 
age lives ten years and makes 


icy would be narket 
of this 
the required deposits, the cash value o1 
the policy would be $325.60, making the 


total available the trol 


Various Uses 


An advertisement 
when it puts into most carefully 


scrves is it coi 


cash $1,325.60, or 


insured could draw the $1,000 cash]! worded phrases the claims, advantages 
ind $1,000 paid up policy If he dies | characteristics and authoritative points 
during the 120 months the beneficiary | of interest concerning the company or1 
would receive $1,000 and in addition | product In this case the part of the 


there would be paid to the estate by the | selling organization which makes con 
bank the accumulated savings 1c salesman,—is no longer th 
at the end of the fifth vear would be only one making the 


$464.80. or a total of $1,464.80 | which good-will depends 


which | 
Statements upon 
An advertis« 








> 
ment performs missionary service when 
it breaks the ground for the salesman 


and interestingly familiarizes the pub- 
lic with the new proposition. The sales- 
man in this case becomes the specialist 
who brings conviction to those already 
interested As an aid to distribution 
an advertisement forms a part of a sell- 
ing program of considerable length, 
and its part by stabilizing the 
product with the public. An advertise- 
ment is a direct selling force when un- 
aided it produces buying, as in a mail- 
catalogue 


does 


order 


Advertising and Life Insurance 


“From time to time life insurance 
men seek the aid of national advertis- 
ing. The appeal for help of this kind 
comes from those who have given the 
subject little or no thought. They 
want it because they conclude that it 
will ease the approach or make it pos- 


sible to eliminate certain steps in the 
selling process. And this brings the 
discussion at once to the very heart 
of the matter. Some products are 


bought, others are sold. If the product 
is going to purchased—that is, 
shopped for—it can be described, pic- 
tured, even thoroughly imbedded in the 
mind of a shopping public. The pur- 
chase of such an article recurs periodi- 
cally. Obviously advertising has its 
place in this type of marketing. 


be 


Life Insurance Must Be Sold 


“But life insurance belongs indisput- 
ably to the class ol sold. It 
furnishes its own proof for this state- 
ment. Witness the $40,000,000,000 otf 
government life insurance purchased 
under pressure of war opportunities and 
dangers lapsed to $3,500,000,000 at the 
present time because it was not ac- 
tually sold.- It was ever thus with ali 
services based primarily on moral mo- 
tives—they are essentially personal 
Protection is an universally recognized 
duty of the family head; yet it is par- 


services 


ially or totally neglected unless the 
salesmanship of the agent persuades 
the acceptance of the moral obligation 
Life insurance never will be sold over 
the counter. 

How, Then, Use Advertising? 

“To be appreciated, the benetficence 

of life insurance must be experienced. 


[he advertising that counts, therefore, 
is the testimony of those who have been 
sold, not by mass methods, but through 
a discerning, reasoning personality. 
This implies the use of direct or in- 
direct testimonials from satisfied clients; 


letters, booklets and educational litera- 
ture showing the experience of years. 
What can compare with a monthly 


check on a settlement option plan as an 
advertising power in your community? 


What is better than a boost or lead 
from a policyholder? Do not be mis- 
led by that compulsory type of adver- 
tising used by insurance companies in 


states where the annual statement must 
be published. Such advertising 1s not 
required on logical grounds. 





Inasmuch | 


as life insurance companies are super- | 
vised by the state, their authority to 
do business should be the test of the | 
public’s confidence in them, and not 


the publication of an annual statement. | 
\nd that is just the reason why these 
compulsory advertisements must be} 


phrased in words pregnant 


interest, if they are to be valuable at 
ll; otherwise they would be meaning- 
financial statements to the rank 
file. 


with human 


less 
and 


His Own Advertiser 


Northwestern realize 
to make of 
sympathetic 
structure. 
indirectly are 

His knowledge of needs his 
Why should he appeal for the 


national advertising? The 


t the 
that he is 
trained 


agent 
himself 

diagnostician of 
His clients di 
his advertise- 


our 
rectly or 
ments, 

key. 
us¢ 


soc ial 


of 


the | 


policyholder’s money would be spent in | 


large amcunts, with generous 


service | 


to the institution of life insurance gen- | 


erally, but with small and incidental 
value to his own clients and company. 
It spreads too thinly the purposes 
which are served by such advertising. 


for 


| 
| 


THE NATIONAL UNDERWRITER 


MORE GOOD AGENCY 
MATERIAL AVAILABLE 


General Agents Now Find It 
Easier to Get Right Kind of 
Men in the Field 


TWO KINDS OF RECRUITS 


One Includes Salesmen and Executives 
From Other Lines, the Other Be- 
ginners With Sales Ability 


Agency building, always a matter ot 


first importance and consideration, is 


receiving much attention at present be- 


cause of the apparent abundance of 
material obtainable. For more than a 
year there has been somewhat of a 


flood of applicants for positions as life 
agents, but through it all the general 
agents have not found as much excellent 
true at 
not that the depres- 


material awaiting them as is 
this time. It is 
sion in other lines has driven still more 


applicants to the insurance offices, for 


the contrary is true in most places. 
There has been a decrease in the num- 
ber of men seeking this kind of em- 
ployment. The general agents find, 


however, that their efforts in selling 
the [ 
reaping greater rewards than at any 
previous time. It is an auspicious time 
for expanding and building agencies 
and it is easier to get good men than it 
has been for many years. 


No More Abnormal Salaries 


During the war and the following 
period of business expansion men were 
attracted to positions, which would 
otherwise have had no lure, merely 
because of the tremendous salaries 
offered. This condition has been re- 
moved. The abnormal salaries are be- 
ing cut and those entering business are 


not finding the former attractive of- 
fers. Thus there are two highly desir- 
able groups of men open to the gen- 
eral agents that have not been available 
tor some time. There are the recog- 
nized salesmen and executives on one 


hand and the beginners who have sales 


Recal! the efforts of those who have 
tried to sell life insurance by mail or 
magazine, 


National Advertising Not Needed 


“And now let us apply some uses. 
National advertising would serve as a 
control; analyzed, isn’t the life insur- 
ance policy the most highly developed 
unilateral contract known? Could the 
Northwestern's be more specific? For 
the company has enforced a 
stringent anti-rebate rule, and observed 
a no-brokerage rule among agents sell- 
ing this most definite service. There 
s no need of advertising as a control 
or check on statements made by agents; 
the policy itself controls that. National 
advertising establishes wide and perma- 
nent confidence in a product or service. 
In 
forward to the high attainment of 45.17 
percent new business on those previ- 
ously insured. Not advertising, but 
careful attention to new and old clients 


years 


will extend confidence already ex 
pressed National advertising pro 
motes a receptive attitude. To his 


everlasting joy, the Northwestern agent 
is serving an universally recognized 
moral obligation of the family head. 
What other badge of entrance is needed? 

“That force, national advertis- 
ing, is most profitable where its use is 
properly analyzed and employed. As 
for the Northwestern agent, the field is 
his for the taking, and now is the time.” 


great 


business of life insurance are now |! 


1921 the Northwestern had pressed | 














| of the 


ability on the other. Such men can 
now be found in great numbers and can 
be sold on life insurance as a life pro- 
fession with comparative ease, now that 


the business is demonstrating its per- 
manence ard. stability through these 
days of financial stringency in other 
classes of business. 
“Floaters” net Wanted 
General agents in most cases ferret 


out their own agents from the men now 
in or just entering business or profes- 
sions. That is, they do rot often take 
advantage of the flood of applicants 
which follows any depression in other 
lines. Many regard life insurance as a 
line of business that is desirable as a 
temporary filler, when other lines are 
not lucrative as is normally true. 
They seek connections through no in- 
terest in the business or with no spe- 
cial reason other than the need for some 
“stop-gap.” Thus those who are build- 
ing agencies do not feel safe in ex- 
perimenting with many of the floaters. 
They prefer to find their own prospects 
for the agency ranks and use either the 
channel of advertising or knowledge ot 
friends. They find innumerable high 
grade men in this manner who can be 
sold on the business and persuaded to 
enter it. 


as 


Problem of Training Men 


With this increase in agency forces 
the problem of training the new men 


is brought more forcibly to the fore 
than normally. Of recent years life 
insurance agents have been growing 


more fortunate in the matter of oppor- 
tunities for learaing the business. 
While the new man was formerly re- 
quired immediately to get into the field 
and learn the business for himself, he 
is now being offered life insurance 
schools in many sections and at least 
company schools in most Each 
company has its own individual plans 
for the training of new agents, althougn 
some still do not do any real training, 
but let the agents educate themselves. 
However, most companies or general 
agents are giving the new men a valua- 
ble training that prepares them for the 
most common contingencies in the field 
and saves considerable time and effort 
as well as the embarrassment of some 
most obvious mistakes 


Cases. 


Varied Programs Offered 


In some cases it is the company, in 
others the general agent that offers the 


course of study. In some cases it is 
| carried out through a program of read- 
ing, accompanied by practical field 
work, and in others it is a complete 


series of classes in the agency head- 
quarters. It is becoming very general, 
however, for the agent to be 
some means ot preparation for the work 
and new men are not being thrown 
unprepared into the field of competition, 
with the expectation that they will de- 
velop into life underwriters giving ser- 


vice. General agents are giving the 
matter even more consideration now, 
with their rapidly growing agencies, 


and are more iully utilizing the ability 
of the new men 


Arrange Convention Headquarters 


Headquarters 
Convention 


to 22, 


for the American Life 
\nnual Meeting, Sept. 18 
inclusive, at Milwaukee, have 
been arranged for at the Hotel Wis- 
consin 


Pickell Has New Office 


The Detroit agency of the Massa- 
chusetts Mutual Life has opened its 
new office in 909 First National Bank 
building. The agency occupied an of- 
fice in the Detroit Savings Bank build- 
ing for over 28 years. The new offices 
are splendidly arranged and admirably 
appointed. Charles W. Pickell, the 
manager of the company at Detroit, is 
one of the eminent life insurance gen- 
eral agents of the country. The agency 
has been carefully built up and it is re- 
carded with great favor by the home 
office 





now 


offered | 
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FIELD BEING EXTENDED 





STATE LIFE IN NEW STATES 





Des Moines Company, After Taking 
Over Union Life of Lincoln, 
Takes Its Managers 





The State Life of Des Moines has 
now completed the details of its rein- 
surance contract with the Union Life 
& Accident of Lincoln, Neb., and it has 


taken over the business. The records, 
funds, etc., of the Union have been 
transferred to the State Life. The con- 
tract was practically in effect as of 


Feb. 28 and the business transacted by 
the Union Life agents during March 


and April was part of the State Life 
business. 
The statement of the State Life as 


of Feb. 28 shows assets $1,917,912, legal 
reserve $1,173,764, imsurance in force 
$24,234,845. It wrote over $500,000 new 
business in April and is laying its plans 
for $750,000 during June. rhe State 
Life was recently licensed in Nebraska, 
Kansas, Wyoming and Utah. R. R. 
Lounsbury, formerly secretary of the 


Union Life, will have charge of Ne- 
braska. In addition to his work in the 
Nebraska field, he will devote part of 
his time to office work for the State 
Life at Des Moines. O. C. Anthony 
will be manager for Kansas. His 
agency produced approximately $750.- 
000 last year. It is making good prog- 
ress. H. E. Hinrichs will be state man- 
ager tor Wyoming. His agency 
produced $500,000 for the Union Life 


last year and from the rate he is going 
he will exceed that amount this 
year 





POLICY CLAUSE HELD INVALID 


“Proof of Death” Provision in Policies 





of Woodmen of the World 
Found Beyond Statutes 
SAN FRANCISCO, May 9.—The 
“proof of death” clause in the death 
benefit rules of the Woodmen of the 
World, on which many thousands of 


dollars are paid annually, is invalid, the 


District Court of Appeal held today 


in granting the demand of $3,000 
against the order by Mrs. Marv C 
McCormick, widow of one of its in- 


surance holders. 

The proof of death clause holds that 
the of time is no factor as an 
offer of proof that a missing insurance 
holder is dead, whereas the court held 
that the statutes declare a person legal- 


Passage 


| ly deceased if he had not been ac- 
counted for from any source for a 
period of seven years, — 

McCormick, a worker in an oil re- 
finery at Oleum, Contra Costa county, 
took the train on July 2, 1913, for San 
Francisco, and disappeared \fter a 
lapse of seven months Mrs. McCor- 


mick applied for his insurance of $3,000 


from the order. She was stopped from 


| collecting by the proof of death clause 


She then permitted the statutory period 
ot seven years to elapse and sued for 
the insurance. The lower court allowed 


her claim and this ‘udgment was up 
held by the District Court today 
Equitable’s Iowa Men Meet 
Two hundred Iowa agents of the 
Equitable of New York attended a state 
convention and pep session at Des 
Moines Thursday and Friday. Thurs 
day night the annual ball proved a 
brilliant social event with Rov Heart- 
man, manager of the Iowa state agency, 


in charge The agents reported that 
wildcat investments of the past few 
months have faded out of Towa and 


that people are now buving more wiselv 
and conservatively. Life insurance is 
appealing to them most attractively. 
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RESEARCH BUREAU IS 
EXPANDING ITS WORK | 





Excellent Results Have Already 
Been Obtained in Four | 
Months of Operation 





ADDING NEW COMPANIES 





Five More Added to List, Making 
Thirty in All—Blanks Out for 


Study of Field Force 





Che Life Insurance Sales Research 
Bureau closed its first four months ot | 
existence May 1, and at this point in 
its development it is of great interest | 


to life insurance executives to know 
just what has been accomplished to 
date. 

\s regards membership, the list now 


includes 30 scattered from 


New 


which 


companies 
England to California, companies 
have in force many billions and 
companies which have not yet reached 
the $25,000,000 mark in an.ount in tore: 
But they have joined in this coopera- 
tive effort to study their sales problems 
and re gardless of size or age or location 
are bent on making this undertaking of 
to each individual member as well 
business of life insurance in 
The widespread of the idea of 
tribute to the caliber 
of the executives of American life in- 
surance and has been the keynote ot 
the conferences thus far held. Among 
recent additions te the list of members 
are the Metropolitan of New York, Na- 
tional of Vermont, Sun Lite of Mont- 
real, West Coast of San Francisco and 
Western Union of Spokane 


value 
as to the 
general 

cooperation is a 


Executive Committee’s Good Work 


This group of subscribers to the bu- 


reau has thus become its owners and | 
has appointed an executive committee | 
ot seven executives whose duty it shall | 
be to represent the members in all the 
bureau’s affairs. It was believed that 
such a small group could become the | 
close advisers of the bureau staff and | 
thus make the work done essentially | 
practical. The plan has keen followed | 
with even better results than were ex- | 


pected, for the seven members have 
shown such an interest in the work of 
the bureau that they 

stant touch with it and have greatly 


assisted in planning the work. rhe 
chairman of the committee is Oliver 
Thurman of the Mutual Benefit and the 
other members are Philip Burnet of the | 
Continental of Delaware, Charles Hom- 
meyer of the Union Central, G. L. Hunt 
of the Guardian, Ralph Rice of the Na- | 


| 

| 

’ | 

have kept in catty | 
| 





tional Fidelity, W. T. Shepard of the | 
Lincoln National and W. E. Taylor of | 
the Equitable. Here again the wide dif- 


terence in location and size of the com- 
panies represented shows that the work 
will be br rade st 
lines 


done on the possible 


Study Companies’ Field Force | 


At the meeting of the 
March, it was decided to 
study of the present fiela 
companies with a view to 
what practical results could be 


members ‘n 
commence a | 
force of the 
determining 
secured 


which would be of value to home of- 
hees and general agents [he aim has 
heen to secure the facts covering the 


significant items in the past history of 
an agent—in other words, whether in 
case of age, for example, greater suc- 
cess attends the work of men who en- 
ter the business at 25 or 30 or other 
ages. Most general agents have cer- 
tain opinions which they rely on in the 
very serious work of appointing new 
agents and the present study is merely 
designed to examine a sufficient num- 





| politan Life; J. R. 


i them available for the us 


LIFE 


REPRESENT ALL LINES 


CHAMBER OF CAMMERCE MEET 
Program for the Sessions of the Insur- 
ance Division to be Held in 
Washington, D. C. 


The insurance division of the Cham- 
ber of Commerce of the United States 
will hold two sessions at the annual 
meeting of the organization in Wash 
ington, D. C., next week. The insur- 


ance sessions will be held in the crystal 


room of the New Effitt Hotel, May 
16-17. Each session will start at 2:30 
p. m. The speakers on the insurance 


are W. H. Merrill, president, 
Laboratories, Chicago; 
vice-president, Metro 
MacColl, treasurer, 
Lorraine Manufacturing Co., Pawtuc- 
ket. R. 1; H. P. Moore, general mana- 
ger, American Foreign Insurance Asso- 
ciation, New York; S. 5S. Huebner, 
expert in insurance to the United States 
Shipping Board and committee on mer 
chant marine and fisheries. Mr. Moore 
speak on the subject “Initiating 
Insurance in Foreign 


program 
Underwriters 
J. E. Kavanagh, 


will 
and Carrying on 
Fields.” 


ber of records of agents so that some 
definite help can be given to companies 
and general agents About 12,000 
blanks have been supplied to the com- 
panies and will be distributed to the 
torces ot those c« mpanics, alter 
which they will be assembled and stud- 
ied by the bureau This work in the 
agency field is similar to the work done 
in the underwriting field by the Medico- 
Actuarial Mortality Investigation ten 
vears ago and is expected to give the 
; general 


agency 


companies and particularly th 


1 } 
those companies ‘mvalua rle 


agents ol 
assistance 


Work of General Agents 
The second study which was asked 
for by the companies is a study of the 


work of the general agent It is recog- 


| nized that there are many ways ot oper- 
ating a general agency, but it is be 
lieved that there are certain threads 
running through the organization and 


management of successful agencies 
The purpose of the present study is to 
those threads and to make 
of both home 
offices and general agents \ descrip 
tion of the method of making this study 
is just off the press and will go to the 
members within a few days. One of its 
chief uses will be its value in starting a 
new general agent, for by the use of this 
wide study, the new man will at once be 
permitted to secure the benefit of the 
thers 


discover 


long experience ot 


Companies Get Valuable Data 
In addition to these studies, the bu- 
reau has secured close contact with the 
agency departments of the 
and has thus amassed in its files a very 
information of the 


companies 


large amount ot 
methods and practices employed in run- 


7 1 
ning an agency department. This poo 


ing of information is already making :t 
possible for member companies to send 
inquiries to the bureau or matters 

general practice and to secure invalu- 


from the mass ot ma- 
10 other 


able information 
terial secured trom 


At the present time the bureau 1s 
operating on a budget approved by the 
executive commiutt inc which will 
gradually be enlarged as the work pro- 
gresses. Much of the work thus far 
done by the business manager, J. M 
Holcombe, Ir... and by the assistant 


director, C. F. Hansen, has been in the 
field, securing contact with the home 
offices and general agencies of the com 


panies. This contact with the compa- 
nies and particularly with the execu- 
tive committee has brought about the 


essentially practical work which the bu- 
reau proposes to turn out for its mem- 
bers. 


INSURANCE 





EDITION 


“INDEMNITY ONLY” PLAN 


INTEREST IN DISABILITY FORM 


Writers of Life Insurance Contend 
That Accident and Health Cover 
Should Be Time Insurance 


While the health feature of health 


and accident insurance is now the cen- 


ter of discussion in the business, there 
is one other phase that is attracting 
considerable interest This is the so 


called “indemnity only” policy form, 
covering only the income benefits and 
not death benefits It is a form that 
has had a remarkable growth in the 
few years Of its existence and appears 


to be 
cent announcements of new 
notices of the issuance of this particular 
form It is a form that has a 1 
following, especially among 
write both lite and health and accident 
policies, ardent op 


still growing, as many of the re 


policies are 


strong 
those who 
though it has as 


ponents 


Life Agents Object 

Che chief argument against the prin 
cipal sum on disability policies comes 
from the writers of both life and disa 
bility coverage, who say that disability 
insurance is time insurance and not life 
insurance Chey assert that those who 
write the principal sum are encroaching 
upon the life agent’s field as surely as 


the lite agent is entering the disability 


held with his double indemnity and 
disability clauses. It is their belief that 
in health and accident insurance death 
benehts are tundamentally wrong and 


contined for indem 
defending the 

with in- 
this is the 


cov eran should be 


nity for time lost In 


practice of policies 


demnity only, it is said that 


writing 


only positively safe basis for under- 
that writing death 
treading upon uncertain 
company’s experience in 


that the indemnity benefit has 


writing and those 
benetits ire 
vround ore 


dicates 


been required in the past to bear part 
ot the cost of the death benefit 
Has Selling Value 
The great advantage of the death 


value of the at 
a clause One under 
belief that the in 
to th 


benefit is the selling 
tachment of such 
writer expressed his 
suring public had been educated 


idea of speaking of all insurance in 
terms of “so much per $1,000." For 
this* reason the prospect asks the dis 
ibility writer how much disability in- 
surance costs per $1,000 and cannot 
understand a policy that has no death 
benefit. Che permanence and age of 
life insurance has founded this idea in 


the public mind. It is not believed by 
that the death benetit incurs any 
appreciable amount of the 
though as to this nothing definite will 
be known until the statistical bureau of 
the Health & Accident Underwriters 
Conterence has been to compil 
hgures, its operations being only 
months so far 


many 


tosses 


abk 
some 
m effect tor a tew 


Demand for Both Forms 


including some 
opposed to the 
believe that the 


eliminated 


Most underwriters, 


who are personally 
| — 


death bene principal 


l 
from di 


will never be 


sum 
polices Its selling 
} 


ability 
great that they 


maintained They say 


vwclieve it will be always 


that there will 
both torn s, 
though no special boom for the “inden 
nity only” form [The present demand 
poli vholders 





ilways be demand tor 


s among the large who 
sufficient life insurance and it 


risks will | 


can Carry 


is expected that these vecome 


more educated to the newer form as 
time passes However, it is not ex 
pected that the smaller policyholders 


will approve the elimination of the pri1 


cipal sum, as it ts their only means of 
carrying sufficient insurance, the dis- 
bility form providing the cheapest 


form of life nrotection, although not a 
kind that will meet all contingencies 


value is so] 


| REVIEWS CHANGES IN 
NEW INCOME TAX LAW 


Philadelphia Life 
Association Hears S. L. Rus- 


Underwriters 


lander at Last Meeting 
| 


[NEW BASIS OF TAXATION 


| Increased Benefits in Some Cases 
Though Believed Uncertain and Cer- 


tain of Revision in Near Future 


rSBl 


PIT RGH, PA 


dissertation on 


May 9 \ 


income and inheritance 


tax as effecting life insurance 
Life Un 
meetit 
Rus- 


president of 


was 


given betore the Pittsburgh 
\ssociation at its 


Attorney S 


derwriters 
last Friday by Leo 


Frank 


the association 


lander Pierson, 
presided at the lunch 


Ruslander \ 


number 


eon and introduced Mr 


leature of the address was a 


ot hypothetical cases in which Mr. Rus- 
lander gave various angles of insurance 
policies and asked the 
the problen 
give the treasury 
and the reason 


agents to solve 
involved. He then would 
department ruling 
His address follows 
New Principles of Taxation 


Che Federal 1921 im- 
troduces certain new principles of taxa 
tion, the importance of which will be 
realized more and more as the public 
becomes better acquainted with the law 
Phe act in many 


revenue act ot 


Instances is a com 
promise between widely divergent 
what should be the law 

subjected to much ad- 
verse criticism and prophesy has been 
made that it will be as short lived as its 
predecessors It is miy 
touch only the 
point out the 


views 
It already is 


is to 


purpose to 
so-called high spots and 
tundamental changes 


rather than to deal with any fine dis- 
tinction with respect to any phases of 
the iaw except those of particular in- 
terest to your association 


Rates and Exemptions 


“For the year 


1921, a married man 
whose income combined with that of 
his wife is less than $5,000, receives an 
exemption of $2,500, instead of $2,000 
All taxpayers are allowed $400 instead 
of $200 tor each dependent Begin- 
ning mm 1922 the surtaxes will start at 
$6,000 instead of $5,000 and the rates 


of surtax will run from one percent to 





50 percent on incomes over one mil 
lion dollars, instead of from one per 
cent to 65 percent rhe normal tax 
remains the same, four percent on the 
first $4,000 and eight percent on the 
; CXCeSs 

| Capital Gains 

| “Section 206 of the Revenue Act of 
| 1921 permits a separation of income he 
|} tween what is known as ‘ordinary in- 
} come’ and ‘income representing gain 
trom sale of capital assets.’ he latter 
} wall ” taxed 12 percent unless 
the total tax on the combined incom« 
would be less than 12 percent in 


which case the taxpayer can elect not 
to make the separation This pro 
vision of the law is in effect as to sales 
| made after Dec. 31, 1921 The assets 
| trom which the profit is derived must 
| have been held more than two years 


prior to the date of sak This will re 
sult in a tremendous saving and permit 
men to d 


businesses and assets 
nothing prevented 
new business except the high surtaxes 


iIspost ot 
in cases where such 


| Exchange of Property 


“Section 202 Where 
for investment or business use is ex- 
changed for property of a like kind 
there is no taxable gain or loss, even if 
the property received in exchange has 


held 


property 
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Having recently entered 
Indiana 


THE FRANKLIN 


Life Insurance Company 
of Springfield, Illinois, 
has several unusually at- 
tractive openings in that 
state for life men of 
general agency caliber. 
=, = 

Contract direct with the 
Company. 





== 
Over $125,000,000 of in- 


surance in force. 








=, 





The remarkable growth 
and achievements of 
THE FRANKLIN LIFE are due to its traditional 
“Ageressive Conservatism” and the splendid co-oper- 
ation between the Company and the Agency Staff. 
Let us know something about your qualifications and 
your ambitions as an insurance man, and we will give 
you the details of our proposition. 


Write direct to the Home Office, 
Spriné¢field, Ill. 











= = 


a higher or lower market value than 


that originally held. The regulations 
construing this new difference in the 
law are not as yet fully developed. 


Controversies are sure to arise. Many 
taxpayers dealing in stocks and bonds 
instead of selling their securities at the 
prices quoted on the stock exchange, 
taking the cash and _ buying other 
stocks or securities, as was the usual 
practice, now instruct their brokers to 
exchange, 100 shares of Pennsyl- 
vania railroad stock for 50 shares of 
United States Steel stock, and bill or 
remit to them the difference as the 
market prices of the two stock neces- 
sitates. If such a transaction is ulti- 
mately construed as an exchange of 
property, no tax would result. Under 
the old law, if the Pennsylvania rail- 
road stock was sold at a price in excess 
of the cost, or if acquired prior to 
March 1, 1913, its fair market value as 
oi that date, there would be a taxable 
gain. 

“Exchanges of stocks or securities in 
case of consolidation or reorganization 
do not now constitute taxable gains, 
irrespective of the market price of the 


Say 


new securities as compared with the 
old. 
Losses 
“Section 204. Under the new act, 


net losses for taxable years beginning 
after Dec. 31, 1920, can be deducted 
from the income of succeeding years, 
Net loss is a loss resulting from busi- 
ness operations only, including losses 
incurred in the sale of capital assets 
used in the business. This was not 
possible under the prior law. 


Wash Sales and Losses 


“Section 214. It is no longer 
sible to create a deductible loss by or- 
dering stocks or other securities soid 
on one day and then repurchase. 
Where a taxpayer reacquires substan- 
tially identical property within 30 days 


pos- 


after a sale, the loss would be dis- 
aliowed as a deduction. 
Property Acquired by Gift 
“Section 202. Where property ac- 
quired by gift after Dec. 31, 1920, is 


sold or otherwise disposed of, the basis 


as if the property had remained in the 
hands of the donor. Under the old 
law, a man could purchase stock for 
$50 a share, say in 1915. In 1921 this 
stock was worth $200 a share. If he 
sells he will have to pay a tax on a 
profit of $150 a share. Under the old 
law if he gave the stock to his wife, 
assuming the gift to be bonafide, and 
she sold, she would pay a tax on the 
difference between the market value of 
the stock at the time of the gift to her 
and the sales price, which would be 
nothing. Now in the case of a gift 
of this character, the donee would pay 





policies paid upon the death of the in- 
sured.’ Under the 1918 law, the ex 
emption was limited ‘to an individual 
beneficiary or to the estate of the in- 
sured.’ The elimination of the lan- 
guage just quoted in the 1921 act for 
the first time permits corporations to 
receive the proceeds of life insurance 


policies tax free. Under the 1916 and 
1917 laws, the only exempt insurance 
was that paid direct to the estate of 
| the deceased. 

“IT am referring now to the Federal 
| income tax law—not the estate taxes 
’roceeds of accident insurance are not 
taxabl Amounts received by a bene 
| ficiary during his life time under en- 
aqownment or annuity policies repre 
sent a return of taxable income where 
the same is in excess of the premium 
paid in. Care should be taken to dis- 
tinguish between amounts received as 
interest and _ dividends Dividends | 
would be subject to tax 
only. Where the policy was in force 
| prior to March 1, 1913, its cash sur- 
| render value as of that date could be 


for determining gain or loss is the same | 


a tax on the same gain, that is $150 a| 








share. 
Life Insurance 
“Section 213. The act of 1921 pro-| 
vides that gross income does not 1%- 
clude ‘the proceeds of life insurance 
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HOME STATE SHOWING 


TEXAS COMPANIES’ BUSINESS 


Total of $559,722,269 Insurance in 
Force Shown by 15 Home Com- 
panies of That State 


AUSTIN, TEX., May 9.—Texas 
home life insurance companies had a 
total of $559,722,269 of insurance in 
force on the last day of last year di- 


vided among 15 concerns chartered in 
the state. 

The largest amount of insurance in 
force Dec. 31 was $157,699,773 by the 


American National of Galveston, the 
others having the amounts indicated as 


follows: American Life Reinsurance, 
Dallas, $27,146,043; Amicable Life. 
Waco, $20,735,366; First Texas Pru- 
dential, Galveston, $9,626,376; Fort 
Worth Life, $15,713,592; Great South- 
ern Life, Houston, $103,680,061; San 


Jacinto Life, Beaumont, $10,364,281; 
Southern Union Life, Waco, $9,199,526; 
Southland Life, Dallas, $66,291,828; 
Southwestern Life, Dallas, $105,416,705; 
Texas Life, Waco, $18,974,622; Texas 
Mutual Life, Dallas, $321,500; Two Re- 
publics Life, El Paso, $7,064,455; Union 
National Life, Houston, $1,721,500 and 
United Fidelity Life, Dallas, $5,766,651. 
The Union National had $508,752 in- 
dustrial insurance in force, but this was 
not valued, for no reserve is set up on 
industrial during the first 


year. 


business 


Davis at Los Angeles Meeting 


The Southern California agency of 
the Equitable Life of New York City 
held a two-days educational meeting 
last week. Arthur P. Chipron, agency 
supervisor, was in charge of the pro- 
gram, which was devoted entirely to 
means for increasing the personal and 
vocational efficiency of the agents, and 
a great deal of good along that line 
was accomplished. Vice-President 
Frank H. Davis, who was in Los An- 
geles at the time, was one of the prin- 
cipal speakers at the agency meeting. 


used when the policy has been assigned 
When still held by original beneficiary 
there is an election as to March 1, 1913 
value and premiums actually paid. 
Use the method which shows the great- 
est value. 

The law and regulations are silent as 
to March 1, 1913, values. If policies 
were for large amounts, it would be ad- 
visable to accrue the benefits each year, 
which should be _ permissable. This 
would prevent a return in any 
one year, 


large 


Premium Paid Not Deductible 


“An incividual cannot deduct pre- 
miums paid because they represent 
capital investment. Corporations can- 
not charge same to expense “if the tax- 
payer is directly or indirectly a bene- 
ficiary under the policy. If, however 
the taxpayer is in no sense a_ bene- 
ficlary and the only benefit derived is 
in increased efficiency of the officer or 
insured, the premiums paid are deduct- 
ible. 

So-cailed “group” insurance 
miums are deductible because the pro- 


pre- 


|} ceeds of the policy are paid to some- 
one other than the taxpayer The 
premiums, however, are not held to be 


| extra compensation to the employes. 


| 


in- 


ac- 


(Accident insurance is not taxable 
come, and the premiums paid are 
cordingly not allowable deductions 

Premiums paid on insurance policy 
o secure loans are deductible as a 
Dividends on poli 
drawn in 


business 


not 


expense 


cies matured, whether 


at surtax rates! cash or applied to the reduction to an 


taxable income 
and other 


are not 
endowment 


nual 
The 


] olicic s. 


premiums, 


same as to 


XUM 








(UM 
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LIFE COUNSEL GATHER» 
IN MID YEAR MEETING 


Association Convention Held In 
St. Louis Last Week Cov- 
ers Many Subjects 


DISCUSSES ANTI-REMOVAL 


This Subject, Together With Action on 
Trust Agreement Work, Were 
Features of the Program 


ST. LOUIS, MO., May 8.—The semi- 
annual meeting of the Association of 
Life Insurance Counsel was held in St. 
Louis last Wednesday and Thursday. 


There were about fifty attorneys in at- | 


tendance, representing companies in 
every section of the country. Aside from 
the very able papers read, there were 
two notable features of the meeting. 
One was a discussion on the “Anti-Re- 
moval statute” led by William Marshall 
Bullit of Louisville, Ky., and the other 
a motion that the chair appoint a stand- 
ing committee on “Trust Agreements.” 
Removal of Case in Disfavor 

Regarding anti-removal it was the 
concensus of opinion that a court case 
should always be left in the local and 
state courts unless there was some spe- 
cific reason for removing the case in 
question. It should be the rule to try 
all cases in state courts. Some of the 
counsels showed how insurance com- 
missioners viewed with distrust the ac- 
tion on the part of insurance companies 
to take cases out of the state in which 
they were filed. Representatives from 
the east asserted that the state courts 
could be relied upon to render a more 
equitable decision than the federal 
courts. However, representatives from 
Missouri and other western territory 
said that such was not true in their 
states. They contended that in some 
cases it was impossible to get a fair 
verdict, especially in Missouri, from the 
local and state courts, while the federal 
judges were unafraid to instruct the 
jury as to the merits of the case and 
demand a verdict within their instruc- 
tions. 

Trust Agreement Work Continued 

In 1916 a committee was appointed to 
come to some workable decisions on 
trust agreements. At the session last 
week a motion was carried to make this 
a standing committee. Although the 
counsel has no power to bind his com- 
pany in the matter of trust agreements, 
many counsels declared that they felt 





MUCH MONEY NOW LOST 





MAY CHEAPEN THRIFT MOVE 


Life Companies Should Help Protect 
Public Against Sharper, Says 
Official of Metropolitan 





[The moral obligation of legitimate 
financial institutions to protect the pub- 
lic against financial sharpers was 
pointed out by Orrin Lester of the 
Metropolitan Life, former director of 
savings of the United States treasury, 
in an address before the National Con- 
ference of Mutual Savings Banks at At- 
lantic City last week. 

“The public wants to be advised upon 
questions of investments and protected 
against the sharks and crooks, who, 
through clever sales talk, are constantly 
taking away the hard earned savings 
of unsuspecting people and giving them 
nothing in return,” Mr. Lester said, 
“and I want to say here that I have the 
same contempt for the man who takes | 
away another man’s life earnings as I 
have for a man who takes another man’s 
life and he should be punished in the 
same way by the law. It is the mora! 
obligation of legitimate financial insti- 
tutions to protect the public against 
such unscrupulous practices, if the law 
will not, and furthermore, it may be 
worth doing as a matter of business. 
There was something like a billion dol- 
lars lost last year through fake invest- 
ments. 

“The public want also to be pro- 
tected against too many schemes of 
saving and so-called thrift programs. 
We are going to cheapen a great idea 
and handicap a great cause by too many 
agencies, trying to capitalize this great 
national wave ot thrift sentiment. 
“There are more amateur reformers in 
this field than in any other field I know. 
To teach working people thrift in this 
country is a pretty serious business. It 
must be done first of all by those who 
know something about the subject and 
second by those who have higher mo- 
tives than merely to make money out 
of the good intentions of wage earners. 
When we tamper with the workman’s 
pay check, we are tampering with a 
delicate matter.” | 





Jones, general counsel for the American 
Assurance of St. Louis, and his co- 
workers provided by giving them a ris- 
ing vote of thanks at the closing session. 
This committee gave the visiting coun- 
sels an automobile ride cver St. Louis | 





|}and a dinner at the Country Club on 


| ball game on Thursday afternoon. One 


they had rendered a distinct service to | 


their companies and the life insurance 


business generally by urging their com- | 


panies to adopt the suggestions worked 
out by the “Trust Agreements” commit- 
tee. To show the interminable maze 
into which lack of uniformity on this 
point has brought some of the life in- 
surance companies, one counsel said his 
company was offered a part of some 
business, the contract containing more 
than seventy-five options of settlement 


As the instrument was unclear, even |} 
when fresh from the author’s pen, he} 


declared it could hardly be otherwis« 
than a source of annoyance to the com- 
pany at the time of its maturity, so he 


advised his company aga:nst assuming | 


the risk. As a matter of fact, some of 
the companies, such as the Metropolitan, 
have been following pretty consistently 
the “tacit understanding” worked out by 
the trust agreements committee and 
have found it a safe and sane road to 
travel. 


Appreciation for J. C. Jones 


The association showed its apprecia- 


tion for the good time which James C 


Wednesday and took them to the base- 


of the visitors said the local counsels | 
had “poured out” their hospitality un 
stintedly 

The president of the association, Mr 
J. L. Wakefield, vice-president and gen- 
eral counsel of the John Hancock of | 
Boston, and the secretary-treasurer, Mr 
William J. Tully, general solicitor for 
the Metropolitan, were both pleased 
with the excellent papers read at the | 
meeting. The “burning issue” was the | 
Mississippi Anti-Trust Case, which was | 
ably discussed by W. Calvin Wells, 
general counsel of the Lamar Life 

The other papers read were: “When 
Does a Life Insurance Policy Lapse on 
the Non-payment of Premiums,” by | 
Lewis A. Stebbins, general counsel, Old 


Colony Chicago; “Twisting Life 
Insurance Policies,” by Eugene |]. Me- | 
Givney, general counsel, Pan-American 
of New Orleans; “Incontestibility and 
Suicide Clauses,” by William S A\vres 
general counsel, Bankers of Iowa: “Re- 
| mittances by Mail,” by Walter M. Allen 
general counsel, Franklin Life: and 
| “What Is Satisfactory Evidence of In 
surability under an Application to Re- 
nstate a Life Insurance Contract.” b1 
Allan EK. Brosmith, counsel for tl 
lravelers | 


| 
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GROW WITH A 
GROWING COMPANY 





It is the considerate and personal attention 
from the Home Office to little things 
that makes State Life Agents a 
Happy and Successful Family 





The State Life gives service not only to its policy- 
holders, but also to its agents. Its sound meth- 
ods and good reputation are giving it a steady, 
healthy growth. 


It is not too large to do the little things for the 
individual agent which contribute so much to 
his prosperity. 


The successful Life Insurance Agent wins his 
battles by hard work—and co-operation. The 
agent furnishes the hard work. The State Life 
furnishes the co-operation. Such a combination 
will always win. 


The State Life is now operating in Iowa, Minne- 
sota, North and South Dakota, Nebraska, Kansas, 
Wyoming and Utah, and expects to enter several 
additional States during the year. 


We need a few managing agents and special 
agents who have experience, character and ability. 
Then, too, we can use a large number of local 
agents. Experience is not always necessary for 
such positions. If you have ordinary intelligence, 
good chararcter, and are not afraid of hard work, 
we have a great opportunity awaiting you. 


STRONG AND 
PROGRESSIVE 


Admitted Legal 
Assets Reserves 


$ 751,084.41 $ 8,479.87 
789,543.44 58,094.06 
1,853,237.17 997,859.25 
1,917,911.79 1,173,763.67 


Insurance 
In Force 


$ 1,854,500.00 
4,769,000.00 
17,570,599.00 
24,234,845.00 


Dec. 31, 1919 
Dec. 31, 1920 
Dec. 31, 1921 
Feb. 28, 1922 


STATE LIFE INSURANCE CO. 


A. C. TUCKER, President 
WM. KOCH, Vice-President and Field Manager 
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American National Insurance Company 


OF GALVESTON, TEXAS 


SHEARN MOODY, 
Vice-President 


W. J. SHAW, 


W."L. MOODY, JR. 
Secretary 


President 


FINANCIAL STATEMENT, DECEMBER 31, 1921 


ADMITTED ASSETS LIABILITIES 
Real Estate Owned.............. $ 896,517.61 Net Reserve, American Ex- 
Mortgage Loans (First Lien)...... 4,108,612.42 perience (3 and 344%)..........$9,261,807.63 
Collateral Loans. ...........++00++ 000. Special and Contingent Reserves 204,251.00 
Loans Made to Policyholders (on Reserves for Losses in 
| this company's Policies)........ 1,198,944.47 Process of Adjustment or 
UR casesccnneesseeseccecesee 3,536,822.42 Adjusted and Unpaid.......... 105,608.25 
Ch OO MEIN. cnc ccnccsscneesonss 1,463,977.37 Reserves for Taxes............+.. 129,129.51 
Certificates of Deposit........... 6,908.28 All Other Liabilities............. 158,244.72 
Interest Due and Accrued........ 237,661.04 Capital Stock...... $500,000.00 
Deferred and Uncollected Pre- Assigned Funds..... 243,252.00 
miums ( Loading)......... . 221,999.36 SEDs cccccceccees 1,070,643.81 
All Other Assets... ........6..00005 493.95 -—- 
Surplus to Policyholders......... 1,813,895.81 
TOTAL, ABBETS. 20. .cccecses $11,672,936.92 TOTAL LIABILITIES. ... ..$11,672,936.92 


Ordinary and Industrial Life Insurance in Force, $157,699,773.00 
Operates in Nineteen States and the Republic of Cuba 


“ANCHOR TO THE ANICO”’ 























WANTED 











WE WANT A MANAGER 


in every important center in Indiana where we 
are not represented. Only men of ability and 
probity will be considered. We offer liberal 
commission contracts to agents and _ salable 
policies to the public. The proposition we 


offer is unusual. Correspondence confidential. 


GARY NATIONAL LIFE INSURANCE COMPANY 


Gary, Indiana 
WILBUR WYNANT, President 





























THE COMPANY OF 
—] Bf ef of I -f- 


FS 1 ee 











BUSINESS IN_ ILLINOIS 


STATE LEADERS LAST YEAR 


Total New Legal Reserve Business in 
the State Last Year Amounted 
to $709,441,055 


Insurance Superintendent Thomas J. 
Houston of Illinois, has gotten out the 
advance life insurance tabular statement 
covering the business of last year in 
the state. The Illinois state companies 
wrote in new business in IlIlinois last 
year $66,613,426 and have in force 
$311,130,017. They took in premiums 
$9,197,903 and paid in losses $1,613,447. 


The Illinois Life led the home com- 
panies in new business, its figure being 
$17,109,825. The second company was 
the Peoria Life, its new business 


amounting to $8,166,574 
The new business of companies from 





other states in Illinois last year 
amounted to $641,062,428 and they 
have in force, $3,160,237,725. The for- 


eign companies reported in new busi- 
ness, $1,765,200 and they have in force, 


$13,284,418. The total new legal re- 
serve business, therefore, written in 
Illinois last year amounted to $709,- 


$41,055 and there is old line insurance 
in torce, $3,484,652,161. The companies 
writing over $1,000,000 of new business 
in the state last year are as follows: 
ILLINOIS COMPANIES 











In 

Force 
Central Life, Ill 26,462,999 
Continental, Ill. 5,600,212 
Franklin Life 39,206,506 
Illinois Life . 76,703,818 
Internat'l L. & T 1 53,345 
Marquette Life 1 324 
Mut. Life, Ill 3 50.763 
Mutual Trust 2 9,442 
Nat'l Life, U. S. A 5.159.100 587 
Old Colony Life 1,193,100 3.851 
Peoples Life 2 9,512 
Peoria Life ....... 8 35 7,394 
Providers’ Life 1, 16,097 
Public Life - : = 2.434.000 
Rockford Life O- 2,470,900 8,126,424 
Standard Life, Ill.. 2,355,944 18,271,578 


COMPANIES OF OTHER STATES 







\etna S006 068 .G 064 35,626,739 
Aetna rere 907 60,428,650 
Sankers Life, la 53 80,833,908 
Bankers Res. Neb.. 5 ; 


Berkshire 


Capitol L., 9.000 


Colo. .G 


Capitol L., Colo..O 705,000 
Columbian Nat 7,184 
Connecticut Gen..G 3.000 
Connecticut Gen,..O 39.648 
Connecticut’ Mut. 23 


208 
364 
.250 

629 
608 


Equitable, N. Y...G 
Equitable, N, Y..O 33 
Equitable, la. ..... 
Farmers Nat. . 

Federal Un., O I 


Federal Un., 0...0 56,687 
Fidelity Mut. 3,885 
Guardian Life 843 
Home Life, N. ¥ 551 


Life. 
Mo 


Indianapolis 
International, 
John Hancock 
Mut. . . 
John Hancock 
is thecns 
Lincoln Nat. . 
Mass. Mut a 
Metropolitan ....G 
Metropolitan 
Metropolitan ....0O 
Mich. Mut. ; 
Mo. State Life...G 
Mo, State Life....O 
Morris Plan.......I 
Mutual Benefit 
Mutual Life, N. Y 
Nat. Life & 
Nat. Life & Acci oO 


122 11,079,936 


New York 
Northwestern 
Pacific Mut 

Penn. Mutual 
Phoenix Mut. 
Provident L. & T. 


Prudential ~~ oc 
Prudential ...... I . 
Prudential ..... O 36 
Reinsurance L., Ia 
Reliance Life...... 
Security, Va. aes 
State Life, Ind.... 
State Mut., Mass... 
Travelers ....... G 
Travelers 





Union Central 

West'n & South'n.!I 

West'n & South'n.O d . 
Canada Life ..... G 156,500 153,250 
Canada Life ..... O 1,371,817 10,151,961 
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OREGON FIGURES GIVEN 


INSURANCE LAST YEAR 


LIFE 


New Ordinary Business Written in the 
State Amounted to $49,238,160— 
Company Leaders Shown 


The total new ordinary business of 
outside companies written in Oregon 
last year amounted to $49,238,160. The 
Oregon lL.iie is the only state company, 
it writing $3,930,872. The new indus- 
trial busincss amounted to $1,754,860 
and the Guarantee Fund Life of Omaha, 
being the only assessment company in 
the state, wrote $1,166,500. Outside of 
the Oregon Life, the following are the 
state leaders so far as new ordinary 
business is concerned: 







New Bus In Force 
Aetna Life 1,411,629 7,178,651 
American Central 1,090,000 2,942,187 
American Life 1 52,636 
Bankers, Ia 1 5.970 
Equitable, N. Y¥ 23,991 


Equitable, la 
Idaho State 
Kansas City 
Massachusetts 
Metropolitan 
Mutual Benefit 


Life 
Mut 


Mutual Life ’ 
New England Mut 
New York Life 


Northwestern 
Occidental Life 
Oregon Life 
Pacific Mutual 
Prudential 
Travelers’ 


Western U 


Russell Agency’s Quota Contest 


During the absence of its manager, 
John Newton Russell, Jr., the feid 
force of the home office agency of the 


Mutual 


special 


engage in a 
designed to 


Pacific Life will 
number ot efforts 
maintain and increase the production ot 
business. Mr. Russell will be absent 
three months on his trip abroad, and 
during May Associate Manager John 
H. Russell and his assistants have asked 
each member of the agency organiza- 
tion to decide upon a certain voluntary 
quota of business which he or she will 
undertake to equal or exceed before 
the end of the month. Quotas will be 


assigned to those agents who do not 
voluntarily submit their own figures. 
The contest was announced April 24, 


and at the rate voluntary quotas have 


been received, the production of bust- 
ness for May should equal or exceed 
the volume written in March, which 
was in excess of $3,500,000, 
Commissioners’ Meeting 
The Insurance Commissioners’ Con- 


vention has changed the date of its an- 
nual meeting to Sept. 5-8. It will be 
held at the New Ocean House, Swamp- 
cott, Mass., near Boston. 


Life Notes 


Dr. Howard E chief examiner 
for the E. A. Woods agency of Pitts- 
burgh in the Braddock district and one 
of the best known surgeons in the state, 
died last week in the Braddock General 
hospital He had been connected with 
the Woods agency since 1913 

The annual meeting of eastern Vir- 
ginia agents of the New England Mutual 


Dean 


was held in Richmond May 5-6 Inspir- 
ing talks were made by General Agent 


charge of that 
Hastings 


Walter W. jarrow, in 
territory and by Glover § 
superintendent of agencies 

Frederick A Wallis, manager for 
Greater New York of the Fidelity Mutual 
Life, last week urged restriction of im- 
migration at the annual dinner of the 
Hiawatha Club in Calvin Presbyterian 
Church, Philadelphia. Mr. Wallis was 
formerly immigration commissioner for 
the port of New York. 

Frank A. Wesley, of the Wesley agency 


of Pittsburgh, and W. J. Ried, secretary 
of the Pittsburgh Life Underwriters As- 
sociation, who are on a fishing trip in 


Potter county, have promised the mem- 
bers of the association a big fish dinner 
upon their return next week and all the 
association members are whetting their 
appetites for a rare treat. 
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MUCH MONEY IS LOST 








BERLET GIVES SOUND ADVICE 


Lump Sum Settlements in Life Insur- 





ance Often Mean Defeating the 


Purpose of Protection. 


“Not only have many of the great 
middle class had their life-time earn- 
ings and savings taken away through | 
the recent failures of bucket shops and 
alleged brokerage houses, but many 
widows and orphans have lost the pro- | 
ceeds of their life insurance policies,” 
declared E. J. Berlet, former vice presi- 
dent of the International Association 

Rotary Clubs, to a meeting of the | 
Thursday Night Forum of the Phila- | 
delphia Club of the Mutual Life Ins 
Co. of New York. Mr. Berlet urged 
that more care should be exercised by : 
men when buying their life insurance | alm. 
policies, as these losses would not re- | 
sult if the insured would appoint the | 
insurance company to administer the | 


Your Aim 





Upon the ammunition which backs up 
your shot depends the effectiveness of your 


proceeds of life insurance _ policies The best agent that ever carried a rate 
“Lump sum _ settlements he said, ° ° ° 
“become ‘shining marks for mining | book can only deliver the business issued 


sharks.’ ” 

\. Paul Shalet, formerly of the War 
Risk Insurance Department of Wash- 
ington, D. C., supplemented Mr. Ber- | 


let’s remarks by calling attention to | ) OuT 


to him. He is shooting in vain when he 
aims at prospects who are engaged in 


the fact that the Government appre- | hazardous occupations or over weight or 
ciated the value of monthly income . ; ‘ . 
settlements to such an extent that | Best physically impaired, unless he can deliver 
mens policies are payable tor 240 | 


policies to them. 


months after death instead of in a 


lump sum. Agency 
Agency Meeting Gets Results . P . . “f . 
ee eee ae | Opportunity Che Lincoln National Life Insurance Com- 


The E M Post agency of the Mu- | 


tual Life in Cleveland is ahead of last » ae . a oe cee — > ’ —_— 
adie allies Galdines ” Ieee ona: May be pany issues polic les ON persons so € mployed 
tg Pete Pagers Aecren preg gee Dees a ‘ or physically impaired, and gives such 
is largely attributed to the enthusiastic - - ; 

rT rae. Lee Oe Tine Se In prompt and thorough service from the 
first Saturday of each month, and are 


under the direction of Agency Cashier - > —_— ¢ inc ite « > are 
enter Se Seeciien of Agency Castles North Home Office that Lincoln Life agents are 
only present at the recent May meet- | sure of telling results from all their 
ng 


The Diamond Life Bulletins, pub- | Carolina efforts. 
ilshed by THE NATIONAL UNDERWRITER, 
are used as the basis for instruction, | “i 4 

and the men think enough of these Right N OW 
meetings to pay their fare into Cleve- | 
land every month. The Cleveland 


You are certain that you are backed up 


; o.8 . ° 
agency covers 20 counties im nesth- by the ammunition which hits the mark 
ern Ohio, and has about $50,000,000 in- 
surance in force. | when you 








Cedar Rapids Life 


————— 


“< 


| 
The old line 
| 


= FSD 
Insurance Company NK UP ( WITH THE! LINCOLN) 


of Cedar Rapids, la. 





| 
Wants three state agents for | 
Central West 














FIDELITY LEAD SERVICE 


brings the agent into contact with inter- 


“Seoutabiewen || "The Lincoln National Life 
ee cre eae Insurance Company 


porosted  proauests whe had seyuseted “Its Name Indicates It; Character” 


information. In 1921 this service, ant 
Fidelity’s original policy contracts, 
brought us within 74% of the unparal- 


“faci orate gears ratte ||! Lincoln Life Building Fort Wayne, Ind. 
force over $223,000.000, Faithfully serving . 
"A few ‘agency 0 Now More Than $205,000,000 in Force 


A few agency openings for the right 


men 
FIDELITY MUTUAL LIFE 
INSURANCE COMPANY, 
PHILADELPHIA 
Walter LeMar Talbot, President | 
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THE NATIONAL UNDERWRITER | PERSONAL GLIMPSES OF LIFE UNDERWRITERS | 
LIFE INSURANCE EDITION | —_ omen . a 4 
Published every Thursday by THE NATIONAL UNDERWRITER COMPANY, Chicago, Mrs. Valentine R. Tate of Memphis is one of 
Cincinnati and New York. EDWAR i. WOHLGEMUTH, President; JOHN. the most successful women agents of the coun- 
WOHLGEMUTH, Secretary and General Manager; H. E. WRIGHT, NORA INCENT trv She carries a ate book for the Massa- 
PAUL. Vice-Presidents; WILLIAM A. SCANLON, Southwestern Manager; FRANK. W. PS ee ee eee ee ane eee 
BLAND, GEORGE C. ROEDING and O. E. SCHWARTZ, Associate Managers. chusetts Mutual Life. When Mrs. Tate began 
C. M. CARTWRIGHT, Managing Editor working for the Massachusetts Mutual three 
HOWARD J, BURRIDGE. Accociote Editor |} | years ago, she had had no business experience. 
a ae o Associate Editor In speaking of her work the Massachusetts 
PUBLICATION OFFICE, Insurance Exchange, CHICAGO Mutual Radiator says: a 
CINCINNATI OFFICE, 420 E. Fourth St., Telephone Main 5192, RALPH E. RICHMAN, Manager many WOMeR WHee Tney Cater TRO Ere neu 
E. R. SMITH, Statistician; ABNER THORP, JR., Director Life Insurance Service Dept. ance profession have had experience in other lines 
| of commercial work; they have, most of them, 
NEW YORK ped dat 75 Fulton St., New York; Telephone Beekman 5655 been buyers or sellers of goods, seeking inter- 
EORGE A. WATSON, Eastern Vice-President views, using their wits to persuade clients meet- 
Sub P $3.00 Canada, $4.0( | 15 ing competition. They know some game of the 
Subscription Price, | a year; in Canada, $4.00 a year. Single copies 15 cents | world’s market places. Mrs. Tate was an excep- 
In combination with the National Underwriter (Fire and Casualty) $5.50 a year; Canada $7.50 | tion. When she started her work selling insur- 
ance three years ago she had had no business 
experience whatsoever. Compelled to find at once 
S di U; th R t some way to supplement her income, she hap- 
pee ing Pp e epor s pened to mention the fact to a friend who was 
" , ’ : - selling life insurance, and almost before she real- 
CHE ATCHISON KAN., LIFE UNDER- to get out imsurance reports on time, | ized it she too was engaged in the same business 
writers’ AssociATION has passed a res- the people should not be put to the ex- | Success came at once. In her first two years she 
luti , . . ° . delivered over half a million of new business. 
olution urging . the state insurance pense of having them gotten out a year This would have satisfied many a representative, 
department of Kansas to speed up its late. Some departments are able to | but Mrs. Tate had a vision of something greater 
‘ : . ay achieve on han what she has 
annual repor s atte salle ave . . _ e in the way of achievement t 
annua reports. Its attention is called have their reports out in good season. already accomplished, and she is making that 
to the fact that the annual report for Whether they have a “pull” on the] vision a reality in 1922. During the first quarter 
1920 did not come out rntil April of state printer is not known. Other | ef the year she has vonage $205,000 =a 7 
; : . 6 ° ° ° ° start like that we may wel expect to see ef VRS VALENTINE TATE 
this year. In this connection it is noted states are far behind with the insurance | among the dozen biggest producers before the a. TATE 
that the 1920 Illinois state life insur- reports. Evidently a state printer is | year is out. . 
. 7 ° ~ ag 4 or , TK N , * Tat says: . vor be " > . - , > it > 
ance report has not yet been distributed. deluged with work and gets it out when B=. ny hee u eee adiamet aaieaiir Ob will appreciate the library eo if the 
. : , ; ace co € my som . od * **° | money for it comes out of their own 
It is still in the hands of the state he can. In these days of high taxes | business men, writing them for both per- pockets Another idea ahi 3 hema 
, > 7 ce ate i ‘ 2 re . ‘ , 2s . s al ¢ ‘or ration insurance. I never ie “ . 5 
printer. If these state insurance re- the state authorities should lop off this — ay orem at one time and | Worked out for the agency is a course 
ports are valuable, they should be got- unnecessary expense of printing state se ave are officers or owners in big | 1m life insurance by men who will speak 
; I I g those I have ar : 
ten into the hands of those who desire reports if they are to be delayed for a| business. I submit my definite proposi- | upon lines in which they themselves 
to use them as early a po ibl Cer \ r TI t t . i t ‘ tion and figure in the form of a brief. have made good A series of lectures 
1 aS C3 y as ssibie. cr- year. le «State insurance reports Oo will be given at the agency’ Hheec - 
one i g i agency’s offices and 
tainly no state insurance report has any be of much value should be distrib- May is a popular month with the each will go right to the point, accord- 
value after it is a year old unless it be uted not later than July 1. By that presidents of a number of western life | ™g to Berlet. 
for historical purposes. Insurance men time the statistics have all been gath- | companies. A number of successful Dr. GED _ Ke 
are studying the statistics of 1921 and ered and text has been compiled. The | ¢X¢cutives were born in May. It seem > : a ee 
not 1920 nioaiill : ay ee singularly appropriate that President Register fe of Davenport, la., is 
ot 1920, action of the AtcHison Lire UNDERWRIT- | Bmmet May of the Peoria Life | being honored this month by the agents 
If it is impossible for a state printer ERS’ ASSOCIATION is timely. should have been born in May. He is because this his birthday anniversary 
° e a May time product. This year the month. [he company has celebrated 
Davison Had Keen* Foresight slogan of the Peoria Life salesmen is this month for some years past. May 
- Three Million for May in May.” May | always leads every month in the year. 
H. P. Davison, New York City, one of these tax demands. 17 is the great anniversary and the Dr. Decker’s birthday anniversary falls 
é . a sets : , ~ .- ‘ ade 
the partners in J. P. Morcan & Co., who He showed rare insight in protecting his Peoria Life people are being urged to | on May 7, which is always made the 
died a few days ago during i l h life i it be 100 percent efficient on that day.| big day. During the first week of May 
1 < ‘ ag $ re *Sstz . y » - . A “Se « ’ ~ 
A “6 , go during an operation, estate throug a ife insurance, When an Wien the Peoria life salesmen a few | there was over $200,000 of insurance 
carried $2,000,000 of life insurance. Mr. estate gets up into the millions the federal years ago decided to celebrate the produced. 
Davison, it is said, left an estate of about estate and state inheritance taxes become | month of May by honoring their pres- M ‘< “Mani Mc be etal, she I 
$10,000,000. Life men call attention to very heavy. A man of the keen business | dent, the custom was established of | | “ay ts Manly - re oe 
the fact that the inheritance and g tier of Mic D Ys visi al kaving an embossed red rose accom- | Sianapors Life. as President Prank P. 
" é ne itance ane estate sagacity ot 4 tr AVISON’S vision real- pany every application. Therefore the Manly’s birthday anniversary is May 
taxes on an estate of this magnitude will izes «ne desirability of safeguarding his| men are trying to shower President | 8 A special effort is being made by 
amount up almost to $2,000,000. The life estate through provisions to pay the in- | May with roses. the <= the payer = 
: , ; “ . re ave set a sti i t 
insurance that Mr. Davison carried, heritance taxes. Many men of wealth — monta. sigents Bave set 8 standard © 
e ccnegaee Siti ' . ‘ ; an application a day for themselves and 
therefore, will just about take care of have not shown this wisdom. Bathed i n flow of red spotlights, with | 4 total of $2,000,000 in new business for 
ene a 20-foot captive balloon floating from the month is the goal set. 
Small Families and Large its 17-story building, the Peoria Life — 
. is heralding May, the month set aside When Vice-President W. H. Savage 
Here is a doctrine that life insurance is a generally accepted truth that the le > oa President agen C. ome of the Great Republic Life of Los An- 
men may subscribe to, but it will make average man must be content with but ~ ae 7 fire, es SvEM, hi | geles read in the morning ee or 
a : ; . a very, home office manager, and his! Apri] 92. the account of a disaster at 
the war lords of Europe ve z » life ance ‘ : : : I ning 2 gi ‘ 
ac Be s Europe turn over in a portion of the life _insurance th it constituents are using this means to Downey the previous afternoon, a tank 
their graves or writhe in their banish- would really protect his family. The remind Peorians that they are seeking | of 2400 gallons of gasoline exploding 
ment if it comes into general accept- larger amount needed by the man with | tO write a million dollars worth of in-| at a service station, causing injuries 
once. It is put forth in “Printers’ Ink” the big family means nothing to the life a to honor the company presi-| from which three men were reported 
. . , . dent. ring : 50 seri > burne > »C- 
by S. C. Lampert. His proposal is insurance man because the big family dying yt crags m pw be id “ 
. A ae ” —_— ognizec 1 name oO a 0 LIC older, 
the encouragement of small families. reduces the ability of the man to buy . : , r ‘ct: 
H : a er ae a - E. J. Berlet, just elected president of | Walter L. Pulley, a druggist, among 
is selfish reason is that small families even the first few thousand, the Field Club of the Philadelphia | those seriously injured. As soon as he 
can buy more advertised goods than Theoretically, the shrinking size of | agency of the Mutual Life of New| reached his office, Mr. Savage tele- 
large families. His altruistic reason is the average family in America has ad- | York, which. reported more than Pate" the ae . pentigagh iat ~a 
eres ee : . see as ° , . $2,000,000 written during April. and ulley’s condition and was informeé 
that small famili ‘an ge re he - vance ~ivilize ¢ ith | >> , 5 pen, am 
families get more happi- \v anced our civilization. W orking with | more than $1,000,000 was paid for, is | that he had died during the night. In- 
nes out of life than large ones machine and quantity production, it has | regarded by his colleagues as the cen- | structions were given by Mr. Savage to 
Of course, insurance men care but reduced the proportion of people who] tral power-house, as it were, from | issue check immediately in payment of 
little whether advertised goods sell or need engage in food production and which the organization derives its | the | ang a - — it was 
. ; force. Mr. Berlet has been in the in- | ready tor delivery and early in the after- 
don’t sell, but the same ening thé increased the proporti r¢ n- ae . 7 : - 
;  . € ope g that creas lt ve | portion who could en surance business only two years. The | noon Mr. Savage drove out to Downey 
the smal family creates for luxuries gage in filling other than the stomach | fret year the average size of policy he | and handed to the beneficiary, Mrs. 
and modern comforts and modern ex- wants of the population. In 1880 the | sold was $6,600, which was not a bad | Lora Pulley, a check for $10,500, this 
tras of life increases the opportunity average family had five members; in | Tecord in Naetf; but now the average | amount being the cash settlement, and 
for more life insurance per family-head. 1910 it has 4.5, and in 1920 it had 4.3 ize Of the policy he sells is more than | in addition she will hereafter receiv 
he ir = . ; on ; . fe , : $10,000. Preaching what he practices, | in accordance with the provisions of the 
s. Mr. LAMBERT points out, the man Che industrial solicitor is the only | Mr. Berlet continually emphasizes the | policy, $500 a year for nineteen years. 
earning $38 a week with a wife and two insurance man who profits in the big | fact that the success of an agency de- Within the space of 24 hours the ac 
children can buy a home and maintain family. He can insure every member. | Pends more upon the size than upon the | cident occurred, the policy became a 
it on a very respectable level, while But even he can profit more in the small number of policies it places. . claim, and payment was made to th 
itl ‘aor hi ‘ 7 : Jack serlet is sponsor for what is | beneficiary. It is believed that this és 
the man with five or six children and samily, because he sells ordinary and | said to be an innovation in life insur- | a record settlement 
only $38 a week can buy only the bare lots of it in this day and age. He will | ance circles. At his suggestion the men 
necessities of life. The first may not get more premium out of the father of | chipped in to establish a library of life Another striking example of the value 
be able to insure adequately, but he can two than he can out of the mother insurance literature and a reference bu- of cultivating old policyholders is 
do bets t! ; "i  : : ; ‘ol reau of information on life insurance | shown in the monthly bulletin, issued 
etter than the second, In fact, it of seven or eight. contracts. His idea is that the men' by the Minnesota Mutual. In April, 
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: 
Thomas J. Dowling of the Weems &| member of the Olympic team that went | : 
Albritton agency, Dallas, Tex., wrote|to Europe to compete in the interna- NEWS OF LOCAL ASSOCIATIONS 


$100,000 application as a result of} tional tournament. 

















a 
keeping in close touch with old policy- | a 
holders. The Minnesota Mutual has a| TY Mi M 1] 
number of unique methods of keeping ie Minnesota Mutua le an-| RYSSELL IS DENVER SPEAKER | telegrams began to arrive, addressed to 
nounces the arrival of E. §. Albritton, s s s various agency managers. Among them 
was an appeal from a policyholder in 


contact with old _ policyholders. It 


issues a policyholders’ quarterly, main- | Jt son of E. 5. Albritton, Sr., of the 
: the Travelers, who sought the benefits 


general agency of Weems & Albritton | Much Interest Shown in New Colorado 
under the double indemnity clause of 





tains a policyholders health service de- | 8° ; ‘ : 
partment, and in various ways keeps its | 2! Dallas, Tex. While President E. W. | Association—Attendance at this contract on account of the arrival 
policyholders interested in the company | Randall has not added him officially to : ' , of 
I Y : e company | ‘ : Meeting Doubled of twins Mr. Culbertson, manager of 
and its progress Th at it aga re the agency list, he hopes to do so in & » 
é progress. é S$ agents Capi- , <p eo , ee Manhattan Life, was sent an urgent 
i talize on this service which the com- | #20Ut =~ or <5 years Irom this time, = request for information as to whether 
pany offers is shown by the many strik- | — DENVER COLO.. May 9.—The sec- | OT 2Ot under the disability clause one of 
o ex: = f ee nen AI ‘ : Z his policyholders, who was confined in 
ing we to big cases written on Insurance Superintendent Thomas J. ond monthly meeting of the Colorado ae L- ne ia pan iy lh - ee 
= yas. Houston of Illinois is confined to his | Association of Life Underwriters] jncom On the whole, the telegrams 
eee home in Chicago on account of a severe | showed that a great deal of interest ere cleverly worded and much appr: 
| James H. Jamison, president of the | infection of his throat. Mr. Houston | is being stirred up among the life un ciated by the diners. 
j > > " , . é r e¢ y l be e] oO June 
Western Life of Des Moines, and Mrs. | intended to be present at the spring | derwriters of the city, as the attend- rhe n = he ~~ ry L. _ E. = 
: = as i . ae ue : > and w e nducte y inne 
Jamison received a 1 news last week ! meeting of the Insurance Commission- | ance was about double that of the first . re bens Bae worl . 
when Mrs. Jamison’s father and mother | ers Convention at St. Louis last week meeting santa ~——" 
° . 7 1 X : . “5° - —— 
6 oy each oy J. | but on account of his malady was un- john Newton Russell, home office 
Robbins, e father, ire rst. | able ave show h ) . > 
dean tema * . rm os a nt \ able to leave. It Is not likely that he | general agent of the Pacific Mutual,| ENTERTAIN SAN FRANCISCANS 
DIC CT.« as el al 1¢ vi - . “t) T ) P nN . 
, adie can return to work for a week or ten | was the principal speaker. The subject 
family home at Chariton. davs +t - id lated to ti 
_ |} matter of his address relate oO 1€ ss 
= = . Los Angeles Association Members 
; i ha ; harmonizing effect of such an associa- 
it ina ta te dae pros i € Having recovered from a recent op-| tion as this one Mr. Russell from his Launch Movement for Greater 
isurance ie past year has “2 ii é ' . 
made by W.8 B. d ae ec | eration for acute appendicitis, M. H. O. | own observations gave many instances | Degree of Cooperation 
| ade by W.S. Beden and J. H. Hawkes, Williams, assistant superintendent of illustrating what cooperation among 
representing the Mutual Life of New! agents, Northwestern Mutual Life, Mil- | lif ler t ] l j 
York : ‘ : : T es ’ ? a ae ee ite underwriters has don , ; . . 
York, at Lansing, Mich. The last year | waukee, has returned to his office A le , = LOS ANGELES, CAL., May 2 
has been the best ever experienced by | on "tl Ss ae > ¥ "| A record-breaking attendance in honor 
the Mutual Life in Michigan, the state staged by two agents from the etna | of its guests from the Northern Cali- 
Seni ae - a . H. L. Stegner, general agent for the | Life agency This was followed by ‘ : 
agency paying tor over $10,000,000 yt } 2 | " . - “ - fornia Life | underwriters Association 
insurance All of the business of Equitable of Iowa at Bismarck, N. D.,| criticism from the audience Che prin- 7” it thi f the 1 
. . , ni 1e ily meeting o e Los 
Messrs. Beden and Hawkes has been | ®@S announced that he will be a candi- | cipal demonstration of the evening was res - t \ se A a . 
, 3 fete 3 » Be > : ‘ . ; gele ssock 
written in the city of Lansing date in the Republican primary of June! by the agency of the National Cash os H SOCISIO M : 
as 28 for nomination for governor against | Register Company The city manager re E me ® oe Preeit on (eatin 
, z - R ' 2 . -orge E r, an siden arle 
Frank Loomis, insurance editor of | Govermor R. A. Nestos and B.  F.| played the part of a grocer and one of L. a “g 1 alt tl l l ; 
9 — e 2 Tei j ; le : , shi 1¢ local asso 
the Chicago “Evening Post,” and Chi- Baker, Nonpartisan candidate. Mr.| his own men demonstrated the ap ae leo = it ¥ ‘of | a 
, ; Stee an . . » ones 
cago correspondent of the New York | ~tesner, states that he is in favor of proach, presentation and close of the | ‘ ation, welcomed the gue - oO ee , 
“Journal of Commerce” and his son, scrapping’ the entire industrial pro- sale This was intensely interesting, as President Lewin voiced the thought 
Jo Loomis, Chicago manager of the | §8™@™ 0! North Dakota it is a well understood fact that the cash | that the common interests of the two 
Indianapolis Life, met with a serious —_— register salesmen have a highly de associations should inspire their close 
automobile accident near Battle Creek,| Griffin M.,Lovelace, director of the | veloped sales talk. It brought to the | cooperation and expressed the desire 
Mich, last week while they were going | School of Life Insurance Salesmanship | " inds of those present very vividly | of the local body to extend its hearty 
on a fishing trip The car turned tur-| at Carnegie Institute, was called to| that the fundamentals of selling this | support in the promotion of such rela- 
tle pinning the elder Loomis beneath | Louisville, Ky.. on account of the death | article were practically the same as the | tions 
it, resulting in some of his ribs being | of his father. the Rev. S. H. Lovelace. | life ‘underwriters endeavor to follow Sol J. Vogel, president of the North- 
broken. Jo Loomis suffered injuries | for many years a prominent pastor of The meeting was preceded by a dil ern California Association, and Walter 
to one of his knees. Jo Loomis is a| the Methodist church. His death oc-| ner throughout which hilarity prevailed, | J. Mayer, treasurer of that association, 
Soon after those in attendance sat down responded tor the visitors, touching 


>! - - . } 
well known track man, kaving been al curred Mav 4 


BANKERS LIFE INSURANCE COMPANY 
OF NEBRASKA 


Home Office: Lincoln, Nebraska 


Assets . . . $20,700,000.00 








TWENTY PAYMENT LIFE POLICY 
Matured in the 


Bankers Laje goeecedl De, OLD LINE BANKERS LIFE INSURANCE 
Lincoln, Nebraska. COMPANY 


WALLACE, NEBRASKA, March 22, 1922 


GENTLEMEN This will acknowledge receipt of your check for $350.32 and paid up 
policy for $1,000.00, delivered by your Agent, O. R. Frey. This has only cost me $31.85 a of Lincoln, Nebraska 
year for 20 years and now I have all my money back except $286.68. Or an average net cost 
of $14.33 per year for twenty years : 
| I alee have your letter telling me of annual dividends os long as I hold this sald w Name of insured........... .....Henry E. Morse 
Residence .. jedadienaceasdade ..Wallace, Neb. 


policy and that I may surrender it at any time for nearly twice what it has cost me, or 


that I may be able to borrow at any time up to its full cash value RemeS GE PEE 6c cc cecccccccccceseses $1,000.00 
I'll just say I wish all my insurance had been with your Company, and am glad to Total premiums paid Taree re rere rer rr ey 
recommend it to anyone 
Yours very truly SETTLEMENT 
ne Ss. ee Total cash paid Mr. Morse.............. $ 350.32 
And a paid up participating policy for $1,000.00 








If interested in an agency or policy contract write Home Office, Lincoln, Nebr. 
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‘*First in Service 


A. C. BIGGER 
President 


AMERICAN LIFE 
REINSURANCE CO 


OFFICES : 


DALLAS, -- 1000 Main St. 
CHICAGO, 29 S. La Salle St. 


Prompt Service from Both Offices 


Second to none in Security.”’ 


FRED D. STRUDELL 
Secretary & Actuary 




















paper, etc. 


near future, write us. 





TO LIFE COMPANIES 


The National Underwriter Company has unusual facilities 
for getting out company rate-books, dividend booklets, 
etc., for companies requiring the finest work, quality of 
Our publication of the Little Gem Life Chart, 
Unique Manual Digest, etc., gives us the necessary ex- 
perience in handling difficult and compact set-ups of the 
pages and proper binding either in real leather or fabri- 
koid. The ordinary printer will have difficulty in han- 

dling this class of work and without experience will not 
turn out a high grade job. 


Our prices have proved in competition to be the lowest, 
due to the experience and facility gained by our printers 
in handling the Digest and Little Gem. 


If you contemplate getting out a new rate-book in the 


THE NATIONAL UNDERWRITER COMPANY 
420 East Fourth Street 


Cincinnati - - 


Ohio 














Incorporated 1851 


BERKSHIRE LIFE INSURANCE COMPANY 


PITTSFIELD, MASS. 





| W. D. WYMAN, President 





their business. 


terest of all policyholders 


This Company has always pursued those policies in the conduct of its business that have given it a high 
reputation for stability and fair dealing. 

Has always rendered the highest grade of service to its policyholders. 

Has always extended reasonable assistance and encouragement to its representatives to develop and hold 


Its policy contracts give to each individual insurer full protection, safe-guarding, at the same time, t 


Winfield S. Weld, Supt. of Agencies. 








Manager of Agencies 


111 No. Broad Street 
Philadelphia, Pa. 





or 


Philadelphia Life Insurance Company 


If you live in Illinois and if you desire to establish 
a Local General Agency in your city, 


ADDRESS 


1416 Mallers Building 
Chicago, III. 


Michael Montague, State Agent 














briefly upon the growth of the national 
association, the help that the salesman 
can derive from membership, and the 
eagerness of the San Francisco associ- 
ation to cooperate with Southern Cali- 
fornia in every way possible for their 
mutual benefit. 

R. M. Beckley, of the Northern Cali- 
fornia Association, was then called on 
to answer the question, “Are you in 
favor of the optional settlement fea- 
ture?” In response, Mr. Becklev ex- 
pressed briefly his firm belief in the use 
of that feature and the many advan- 
tages in general of monthly income 
insurance over lump sum settlements. 

Fred Stripp, of the Northern Asso- 
ciation, spoke on how to meet the ex- 
cuse .of “My wife’s folks are wealthy, 
and I don't need insurance.” Mr. Stripp 
stated that he was well qualified to 
a’ gue against this objection on the part 
of the prospect, as he was in the same 
position with respect to having married 
a wealthy girl, and that he had found 
the most effective method was to ap- 
peal to the desire to feel independent 
of the wife’s wealth in the education 
of the family 


The next speaker was Seth Thompson, 
vice-president of the Northern California 
Association, and president of the gradu- 
ating class of the Carnegia School held 
in San Francisco last summer. The key- 
note of Mr. Thompson's remarks was the 
spirit of adventure that exists in con- 
nection with the sale of life insurance, 
and he covered his subject, “Advantages 
of Membership in the Life Underwrit- 
ers,” in a most interesting way. In clos- 
ing, he quoted the lines of Robert Louis 
Stevenson, paraphrased to meet the occa- 
sion: “To be honest, to be kind, to earn 
a little and to spend a little less. Upon 
the whole, to make the association bet- 
ter for his presence. To renounce, when 
that shall be necessary and not become 
embittered. To keep a few friends, but 
this without capitulation, upon the same 
grim terms to keep friends with himself 
Here is a task for all that an agent has 
of fortitude and delicacy.” 

The next and closing feature of the 
program was F. W. Heron's address on 
“Life Income Insurance,” which was one 
of the finest and most inspiring educa- 
tional talks ever given before an asso- 
ciation Mr. Heron covered the ground 
thoroughly, illustrating his talk by the 
recital of various personal experiences 
in the sale of life income insurance. He 
expressed the hope that a law might be 
passed compelling the payment upon the 
income plan of all policies of lump-sum 
ipsurance of over $3,000. Mr. Heron's 
talk lasted considerably beyond the 
usual hour for closing the meeting, but 
it was so thoroughly enjoyed that no 
thought was given to this detail A ris- 
ing vote of thanks followed the storm of 
applause that marked its close. 

President Lewin and a delegation from 
the Los Angeles association will attend 
the June meeting of the Northern Cali- 
fornia association in San Francisco as 
the guests of the latter organization. 

*” * * 


Lincoln, Neb.—Three things are neces- 
sary in order for an individual to suc- 
ceed in the life insurance business, H. O. 
Wilhelm, state manager of the North- 
western National of Minneapolis, told 
the Lincoln Association Saturday. These 
are: Honesty, ability and permanence. 
There can be no compromise with re- 
spect to honesty and character. He 
grades men on ability on ten things: 
Appearance, thriftiness, ambition, work, 
mental alertness, initiative, accuracy, 
tenacity, convincing sales talk and clos- 
ing ability. 

By thriftiness he did not mean, he said, 
that an applicant must be well-fixed. 
There may be a reason why he may not 
have money. but it is no business for 
the down and outer who has tried other 
lines and could not hold a job Ninety- 
five percent of the failures are due to 
lack of three things, of proper home 
environment, of knowledge of his busi- 
ness, and of knowing how to work An 
agent should take his wife into his busi- 
ness confidence, and he ought to sell his 
relatives on the: business first and avoid 
the push and pull that has taken many 
men out of the business because there 
was not a regular pay check coming in 

The man who enters life insurance 


ought to burn all bridges behind him. | 
He ought to do his looking around be- 
fore he goes in rather than afterwards. 
Unless a man intends to stay five years 
in the business he is not fair to either 
himself or the company. Mr. Wilhelm 
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strongly commended the daily report 
system of checking up on agent's activi- 
ties, and by illustrations and anecdotes 
emphasized the necessity of first outlin- 
ing sales talk and the methods of clos- 
ing He said that the agent should give 
a prospect a chance to say “yes” or “no,” 
and that if he first gets consent to state 
his proposition the obligation rests on 
the individual solicited to listen to what 
he has to say 

James Lawrence, editor of the Lincoln 
“Star.” spoke briefly on insurance from 
the newspaper standpoint, and empha- 
sized the service that life insurance men 


were performing He said his pape 
would shortly open an insurance depart- 
ment. Through the activities of C. M 
Keefer of the Kansas Life the “State 


Journal,” the other daily, is now run 
ning one 

President Oak E. Davis expressed his 
appreciation of the splendid half hour 
practical talk of Mr. Wilhelm, and an 
nounced that the June meeting would be 
ladies’ night 

* * * 


Rochester, N. Y¥.—William J. Grahan 
second vice-president of the Equitable 
Life of New York, was a speaker at the 
monthly meeting of the Rochester Asso- 
ciation last Tuesday Arthur E. Brigde: 
president of the association, presided 
and introduced Mr. Graham. Mr. Graham 
referred to the unusual business depres- 
sion which has been felt so keenly 
throughout the country, and pointed out 
that the business has remained appar- 
ently immune from this depression He 
said that 55 percent more insurance had 
been written the past vear than in 1918 
the last year which could be considered 
normal Mr. Graham said that last year 
saw the greatest advance in the life in- 
surance business as far as the companies 
are concerned, in that they all made the 
most remarkable gain in history in 
assets and general financial condition. 
He commented upon the favorable ex- 
perience which companies enjoyed last 
year, an average death rate of 62 leading 
companies being 48 percent of the ex- 
pected Mr. Graham said that the power 
of conviction of the actual need of the 
protection which life insurance affords 
was the secret of successful salesman- 
lip in the business, 

~ * * 


Des Moines, Ia.—The lowa association 
held one of the best meetings of the en- 
tire season Saturday night. Horace J 
Bridges of Chicago spoke on the subject 
“The Millionaire Is Essential to Our 
Business and Social Economy.” Mr. 
Bridges proved a most entertaining and 
instructive speaker and his address was 
enjoyed by the life men who attended. 
Dinner preceded the address. 

* aK 

Davenport, Ia.—The Davenport Asso 
ciation of Life Underwriters has been 
incorporated “to promote the business 
interests of the cause of true insurance 
and to bring those engaged in the busi- 
ness into more intimate and friendly 
business relation.” It has three classes 
of membership—active, non-resident and 
honorary. Licensed representatives and 
executive officers of reserve life insur- 
ance companies with agency representa- 
tives in Davenport and Rock Island and 
Moline, Ill, are eligible to the first 
named group. 

Henry A, Mohl is president; J. C. But- 
ler, vice-president; A. W. Brown, second 
Vice-president; CC, A. Lay, secretary, and 
H. J. McFarland, treasurer. These with 
J. Gil Smith and L. M. B. Morrissey com- 
prise the executive committee 

o” * * 

Milwaukee, Wis.—The last meeting of 
the present season of the Milwaukee 
Association will be held May 19, when 
KE. L. Carson, agency manager of the 
Equitable Life at Milwaukee, will be the 
principal speaker No meetings will be 
held in June, July and August. President 
Gifford T. Vermillion presided at the 
meeting Tuesday evening, when plans 
were laid for a celebration of Association 
Day on May 11 Mr. Vermillion urged 
managers and special agents to assist 
the association in the membership drive 
to make Association Day a big success 
in the life underwriting circles of Mil- 
waukee. 


* * * 

Cleveland, 0.—Dr. William Muhlberg, 
medical director of the Union Central, 
has been secured to address the Cleve- 
land association May 19 The members 
are being invited to send in questions 
which Dr, Muhlberg will answer at the 
meeting. It is known that field men 
sometimes criticise medical directors for 
lack of sympathy of the difficulties en- 
countered by the men with the rate book, 
and it was thought that a frank dis- 














Tak 














May 11, 1922 


of some of the problems in-| address on “Is the Insurance Man a 
Nuisance’ The next meeting of the 
| association will be held the last Satur 


cussion 

volved will be interesting and profitable. 

A large crowd is expected, especially 

since the program committee has en- | day in May 

deavored for some time to secure the * 

St. Louis, Mo.—John L. Shuff, president 

* * : of the National Association of Life Un- 

derwriters, spoke to the life underwriters 

Waukesha, Wis.—F. C of St. Louis May 10 at the City Club At 

his subject “Income Insurance in his !the same gathering Arthur E. Childs 

address at th monthly dinner meeting president of the Columbian National, dis- 


s] eaker, 


Easton took as 


the Waukesha County Association | .yeced the topic Do Present Conditions 
Monday night. Mr. Easton urged life Justify Optimism? 
to encourage prospects to take out 
come insurance for the reason that in - 
majority of cases the beneficiaries Indianapolis, Ind.—CGeorge B. Van Ar 
ere inexperienced in making invest dall of New York, field director of edu 
ts cation for the Equitab Li of New 
* * « York, who is conducting f 
company’s Indiana representatives, w 
Sioux Falls, 8S, D.—The Sioux Falls | address a special mecting of the Indian 
Association, at its last regular monthly apolis association o1 rhursday of this 
eting,. heard William Remsell in an week, 





LIFE AGENCY CHANGES 











WADDELL IS MADE MANAGER 


Takes Charge of New Branch Office 
of the Missouri Stsete Life 
at Detroit 


C, E. Waddell has been appointed 


manager of the Missouri Stats Life’s 
new branch office that it has opened !n 
Detroit He has been in the insurance 
business since 1920 He started his 
jusiness career in a bank and in 1913 


became a salesman with the Johns- 
Manville Company, which place he left 


to take up work with Bb. F. Goodrich 


Rubber Company He assisted in de- 
veloping new territory and appointing 

stributors for the rubber company in 

casi He went into the war and « 

his return connected with the Good- 
rich Rubber Company again In 1920 
| joined the Travelers organization ‘n 
Detroit. He has thus had business ex 
perience that has developed him im an 
all around way. W. G. Eshleman, gen- 





eral agent of the Missouri State at De- 
troit continues in that capacity with 
headquarters in the new branch office. Cc. EB. 


WADDELL 
Manager Detroit Office Missouri State 


Minnesota Mutual Appointments 


Frederick E sry: vho has 
ederick E Bry an, whe ha d been work He is returning to Kansas City, 
ppointed Chicago manager of the all ne ie well moun 

" ere s i oO i 
Minnesota Mutual Life, wrote $58,000 C.D 1 ee seneel nted seneral 

“tle 1¢ 1y appom FeTIC al 

in business his first month. He is new pone ‘PI —— 
o the teeememes teies \ large | a8ent for Sedalia, Mo., has been a suc- 
t surs > business arg 


cessful salesman in other lines 
William Witherspoon, has been ap- 
pointed t Nashville, 
Pent He has been a successful pro 
ducer in the field for the Shenandoal 
) | Lacy, 
the Minnesota Mutual spent the entire 
month of April visiting agencies in the 
scuth Mr. Lacy states that he finds 
conditions much improved everywhere 


part of his life was spent in banking. 
George R. Berry, an experienced in- 
surance man, having spent. several 
years as a supervisor for one of the 
companies has been appointed man- 
ager at Wichita, Kas., taking charge of 
the southwestern part of the state 
Paul V. Snyder, who has been ap- 
pointed general agent at Mason City, 
la.. has had several years’ experience 
in the insurance field. He will cover| On his trip, E. ¢ 
north central lowa pointed manager of the Kansas City of 


general agent a 


second vice-president ot 


Groover was ap 


C. Groover, who will take charge | fice, which controls territory in north 
of the Kansas City office, has had sev-| western Missouri and _ northeastern 
ral years’ experience in igencv | Kansas ( D. Eller was appointed 





CALIFORNIA STATE LIFE 


Insurance Company 


SACRAMENTO 


With more than $5,000,000 of assets a er $45,000,000 ‘ 


force, after ten years of succ iul operat . w c g 
Home Office Building lo carry it its plans 
ducing agencies in it home state the C at C i 
contracts to experienced, live, energetic il¢ w! i 

: *.] } * Ia% s+} . 

Come to California where you can work every da i veal 
ant weather conditio! amidst a pregressive peopic easa 
California State Life salesmen are making a record of average individua 


If interested add 


J. R. KRUSE, Vice President 


LIFE INSURANCE EDITION 1! 





1867 EQUITABLE LIFE 1922 


Insurance Company 


OF IOWA 


Results of 1921 
Insurance in force . . $286,934,616.49 
Admitted Assets. . . . .$ 39,234,839.04 
Ratio of Actual to Expected Mortality 34.7% 


68% of all business written since organization still in force. 


For information regarding Agencies 


Address:—Home Office: Des Moines 











The Farmers & Bankers 
Life Insurance Company 


Invites Inspection—Inquiry of Integrity 


It Issues 


POLICIES THAT ATTRACT 


And maintains a relationship with its Agents that 
creates a genuine spirit of loyalty between Agents 
and Company 


Home Offices; Wichita, Kansas 























Northwestern National Life Insurance Company 
MINNEAPOLIS, MINNESOTA 


Mutual, with unexcelled dividend factors. 

Mortality 1921, 44°(. 

Interest earned upon mean invested assets 6.03". 
Assets of $109 to each $100 of liabilities. 


Business in force 1917, $54,193,000 
Business in force 1921, $139,868,000 


Excellent direct general agency contracts available for 
Central and Southern Ohio, Utah, Oregon and 
Northern California 
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¥| Hotel Ia Salle 


CI Chicago’s Finest Hotel mn 








He 
poet 


res Hotel La Salle has won this : 
a 


a title with an experienced and 
; critical public because of its 
happy blend of old and 






avacn ee 



























Me 2) , : 
fe Ste new ideals. 
A ai es 
* i ty . 
Piste Hotel La Salle * 

q 375; ‘ 
Hh 5 ai Fl answers every modern demand ‘ 
Hale a gh Be B in equipment, cuisine and serv- a 
oA Se 5 3 iw a ice with nothing lost of old ‘a 
ce a ge u fashioned hospitality and home- ys 
Zs prise beerane rss like comfort. 
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|} up a strong and useful agency for the 





More Than 1’A Million Policies Now In Force 


Only four other life insurance companies in America have 

more policy contracts in force than this company. A study 

of the following growth in ten years is invited: 

Jan. 1, 1916 Jan. 1, 1922 

$10,279,663 $ 28,295,931 
613,615 1,294,394 

89,596,833 265,197,626 





Jan. 1, 1911 
Assets $ 5,614,764 
371,106 
49,245,028 


Policies in Force 
Insurance in Force 


Attractive opportunities open to agents in Ohio, Indiana, Ken- 
tucky, West Virginia, Pennsylvania, Michigan, Illinois, Missouri. 


The Western and Southern Life Insurance Co. 
W. J. WILLIAMS, President CINCINNATI, OHIO 
Organized February 23, 1888 











Having recently entered the States of 
Texas and Minnesota we have desirable 
territory open for General Agencies 


Address Home Office 


CENTRAL STATES LIFE 


Insurance Company 
St. Louis, Mo. 
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| 
‘te general agent at Sedalia, Mo., covering | 
| the central portion of that state. Other 
DP | sppeimnmanne by the Minnesota Mu- 
tual recently made are: George R. | 
35 | Berry, Wichita, Kans.; Frederick E. 
| Bryan, Chicago; and William Wither- 
| spoon, Nashville, Tenn. 
|H. F. GRAY RETURNS TO FIELD 


| 
| Assistant Superintendent of Agencies 


of Connecticut Mutual Takes New 
York General Agency 


| _—— 

Harry F. Gray, until May 1 assist- 
|} ant superintendent of agencies of the 

| Connecticut Mutual Life, has been ap- 
pointed general agent for that com- 
pany at its Woolworth Building agency 
| for Greater New York and Long Island 

| Mr. Gray went with the Connecticut | 
| Mutual in 1910 as its general agent for 
West Virginia. In 1915 he resigned 
that position to become supervisor of 
agencies and in 1919 was promoted to 
assistant superintendent of agencies. It 

is felt that his previous experience in 

field service and his close association 

with the organization plans of the com- 

pany have well equipped him to build 


|} company in New York. 


E. R. PUTNAM IS TRANSFERRED 


Phoenix Mutual Agency in Los Angeles 
Undergoes Changes, Though Stir- 
divant Continues as Agent 


Effective April 1, W. B. Stirdivant 
resigned as manager of the Phoenix 
Mutual Life at Los Angeles, but will 
continue to be identified with the agency 
as general agent. This action on the 
part of Mr. Sturdivant is due to the 
fact that he has been in poor health 
for several months and his personal 


| clientele of policyholders demands the 


greater part of his time and attention. 

EK. R. Putnam, who has been in 
charge of the Pittsburgh agency of the 
Phoenix Mutual for the past fourteen 
years, will succeed Mr. Sturdivant as 
manager in charge of the Southern Cali- 
fornia territory. Earl B. Sturdivant, 
who is the son of W. B. Sturdivant, will 
continue to serve the agency as assist- 
ant manager under Mr. Putnam. 

In announcing the change, the home 
office of the company pays a well-de- 
served tribute to Mr. Stirdivant in the 
statement that when he became man- 
ager of the Los Angeles agency the 
Phoenix Mutual was coffecting no pre- | 
miums in that territory hut that today it | 
is one of the company’s leading agen- 
cies, this growth being due entirely to 
the organization that has been built un- 
der Mr. Stirdivant’s direction. 


John Laflin and A. V. Binzel 


John Laflin, son of Herbert Laflin, 
assistant counsel for the Northwestern 
Mutual Life, and Albert V. Binzel have 
gone to Eau Claire, Wis., to take over | 
the district managership of the North- 
western Mutual in the Eau Claire dis- 
trict, comprising four counties Mr 
Laflin and Mr. Binzel had formerly been 
connected with the McMillen “home of- 
fice” agency of the Northwestern Mutual 
Life at Milwaukee. 


' 


Montana Life Appointments 
The Montana Life has announced 


| three state agency appointments, in 


Colorado, California and Utah. H. V. 
Miller, formerly state manager for the 
Travelers at Denver, has been ap- 
pointed state manager for the Montana 
Life in Colorado, his headquarters re- 
maining in Denver. Mr. Miller is a 
personal producer of large volume and 
an agency manager with an excellent 
record. In addition to Colorado, Mr. 
Miller will supervise and organize the 
scutheastern section of Wyoming. 

Charles _ S. Hutchings, formerly 
agency manager of the American Na- 
tional of Galveston, Tex., has been ap- 
pointed state manager for California 
with headquarters at Oakland. Mr 
Hutchings was also a former resident 
of California, while connected with the 
West Coast Life, and thus is not going 
into an unknown tterritory. He _ will 
have supervisory control of the entire 
state, but will devote his efforts to the 
crganization of the northern and cen- 
tral portion. He is an organizer of 
ability and a_ producer. 

Robert E. Hartman, formerly agent 
tor the Montana Life at Sheridan 
Wyo., and more recently in other busi 
ness, has been appointed general agent 


' for Utah with headquarters at Salt 


Lake City. In addition to Utah his 
territory will cover the southeastern 
part of Idaho. Mr. Hartman’s record 
with the Montana Life in Wyoming 
promises excellent results for the new 
work. 


Severin Schulte 


Severin Schulte, formerly agency di- 
rector of the Laclede branch of the 
New York Life at St. Louis, has been 
appointed regional sales manager of 
the Bankers of Iowa for Tennessee 
Kentucky, Kansas, Oklahoma, Texas 
and Arkansas, 


Carl L. Odell 


Carl L. Odell has been appointed 
manager of the life insurance depart- 
ment of the general insurance agency 
of Moore, Case, Lyman & Hubbard in 
Chicago, He succeeds Harold Dyren- 
forth, who desired to be relieved of 


| managerial duties and will remain with 


Moore, Casc, Lyman & Hubbard as a 
pe rsonal producer. 

Mr. Odell commenced insurance work 
with the Fidelity & Casualty in Chi- 


cago. He later became one of the 
leading producers in the Chicago office 
of the Travelers. Pig years ago he 
went with Moore, Case, Lyman & Hub- 


bard as a ete producer, special- 
izing on life and accident business. He 
has shown marked ability as a business 
| getter and organizer. 

Moore, Case, Lyman & Hubbard 
have a general agency of the Travelers. 
The office is making a strong bid for 
life business in Chicago through its 
special department. During 1921 it 
ranked first among Chicago offices of 
the Travelers in life production. 


Charles L. Rowan 


Charles L. Rowan, formerly with the 
Walter H. Brown ordinary department 
agency of the Prudential in Cleveland, 
has been appointed general agent for 
the Northwestern National in that city 
and has taken offices in the new Bulk- 
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ley building, Euclid avenue at Twelfth 


street. 


Spence Agency's New Men 


Four very successful life insurance 
men have recently allied themselves with 
the H. Wibert Spence agency of the Mu- 
tual Life of New York at Detroit. They 
are Roe Carleton, Raymond Carter, Bert 
S. Mills and Ray E. Joslin 

Mr. Carleton has produced more than 
$700,000 for the Van Sickle agency of 
the Home Life in Detroit the past two 
and a half years For the first quarter 
of this year he ranked second of all the 
Home Life agents in the United States. 
Mr. Carter goes to the Spence agency 
from the investment banking field. Be- 
fore entering that field he was associ- 
ated with the Detroit agency of the 
Phoenix Mutual and placed over $750,000 
in that company in three years’ time. 

Mr. Mills and Mr. Joslin will work out- 
side of Detroit. Mr. Mills at Alma and 
Mr. Joslin at Shepherd 





E. A. Hoadley 


Edward A. Hoadley has been ap- 
pointed general agent of the National 
Life of Vermont at Williamsport, Pa. 
12 years’ experience in the 
three vears 
Edgard M. 

general 


He has had 
home office and for the last 
was in charge of an agency 
who relinquishes the 
Williamsport will con 


ent. 


Link 
agency at tinue 
with the office as special ag 


D. J. Duncan 


The Continental Life of St. Louis has 
enered Kentucky D. J. Dunean, well 
known producer of Bowling Green, has 
been appointed general agent. The com- 
has entered Florida President E. 


pany 
M. Melson is now in that territory look 
ing over the field. 
— | 
| 
H. R. Armstrong 
een ap-| 


H R Armstrong, who has b 
pointed manager of the Fidelity Mutual |} 
Life in the Peoria, Ill, district has been| 


manager of the Peoria Life at St. Louis 
Mr Armstrong succeeds 
Gable for the Fidelity Mutual. 


Thompson «| 


A. A. Phelps 


4 A. Phelps has been appointed 
uzer of the Federal Life of Chicago tor 


New Hampshire with headquarters at] 
, | 


Conway, N. H 


man- 


Great Republic Appointments 


| 
Vice-President W. H. Savage of re-| 


Great Republic Life announces the re 
cent appointment of Thomas O Summers 
at Modesto, Cal Mr 
district manager 
Fresno and 


as general agent 
Summers was formerly 
of the Pacific Mutual Life at 
of the most successful 
producers in the San Joaquin valley 
The appointment is also announced of 
EK. A. Trueblood and G. E. Coffmann as 
general agents at Sacramento Both are 
experienced in agency work, having been 
connected with other companies in Cali- 


fornia, 


is one personal 


Agency Notes 


Elmer Crowe, one of the most success- 


ful personal producers in San Diego, Cal., 


has joined the West Coast Life at that 
place, 
Frank A. McCumber, formerly a sales- 


man for the Holland Furnace Co., has 
taken a special agency contract with the 
Prairie Life to work in Omaha. 

Ben McNabb of Irwin, Tenn., has been 
appointed general agent for the Reliance 
Life for Eastern Tennessee. He was pre- 
viously with the New York Lif 





Morgan in Los Angeles 


President D B Morgan, of the 
Northern Life of Seattle, arrived in Los 
Angeles last week and expects to re- 
main in Southern Califcrnia two o1 
three weeks, during which time the 
matter of development of an agency 
organization in that part of the state 
will have his attention Mr. Morgan's 
son, Irving T. Morgan, is in charge of 
the Los Angeles office at present and 
has been since it was opened last Octo- | 
ber, during which time he has not only 
produced a substantial volume of busi- | 
ness but has also devoted considerable 
time to the appointment of agents and 
in becoming familiar with local condi- | 
tions. j 
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motions of Agents and Transfers 
of Assistant Superintendents agency; Harry J. Pfister fror t 
é y; A . ste Om assistan 


ranks of the 


assistant in the 


Stamford, Ct 
Clemens E 


New York I give sp) 


| 





Portchester, N. ¥ detached, to Stamford, 
Otto 


CHANGES BY JOHN HANCOCK Peterson from assistant supe 


Ct., proper, in the sam«e capacity 


Company Announces a Number of Pro- | K. Hviod from assistant. White Plain 
detached, to the sam« position at Port 


chester, N. Y., detached unde 


rintendent 


r Stamford 


at Plymouth, Mass detached, to Wey 


been 
agency in the same capacity 


William K 
Bickhardt 


endid evidence of the f 


Harold C has fully recovered from his 
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Established 


HERBERT M. WOOLLEN 


PRESIDENT 


pro- mouth, detached, under Quincy, Mass 


NEWS OF THE PRUDENTIAL 


Marshall, Tren- | Good Work of a Number of Men in 
Field Is Recognized by Special 


J. Danaher Mention 
Quincy, Mass - - 
promoted from An interesting item in the current his 
assistant su- tory of the Dover De district is that 
Agent C. S. Wright stand number tw« 
Jesse F.| in the Prudential and leads Division K in 
from Stamford to Bridgeport; Fer- | amount of net new business for the year 
London to Agent Philip H. Weissburg of the Jer- 
O'Connor from! sey City offic who was absent on a 
KE. McAu count of disability for a period of six 
Detroit I; Walter | months, has been producing a steady 
Pittsburgh I. | amount of ordinary business since he re 
ick V. Jones | ported for duty on Jan. 16 His returns 


act that he 


recent il 
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ness as he leads his district in ordinary 
net issue and is also ranked well up 
imong the leaders in this branch. 

Good work has brought its reward to 
the following who were recently ad- 
vanced to the assistancy ranks of Divi- 
Sion Q 

Thoma F, Allen Pasadena, Calif.; 
ik M. Yocom, Salt Lake City, Utah; 
Everett L. Oliver, Oakland, Calif.; Rich- 
rd H. Thiele, San Francisco 1, Calif.; 


Charles E, Christopher, Pasadena, Calif.; 
Kdwin <A Hulse, Los Angeles 3 Calif£.; 
George C, Heyller, Denver, Colo 

Louis Shelkin, of the Brooklyn 2 dis- 
trict, is a true believer in large earnings, 


wn by his account so far this year, 
For one who has been in the service 


\ short time Agent Alter Reig of 
Brooklyn has a record that proves his 
! t S 4&4 successful insurance man 

Agent Walter E Binkley of Philadel- 
phia <, who is one of the district's re- 
iables in addition to having to his 


redit commendable industrial and ordi- 
nary results this year, reduced the ar- 


ar o1 his debit to 3 percent in 

ompany with high advance payments 
Assistant Suprintendent W. J. Vouwie 

f the Detroit No. 1 district is the pres- 


ent leader in the industrial branch in 


Vivision J, and ranks No, 20 in the entire 


organization in this respect. He is also 
credited with an excellent record in the 


rdinary branch This commendable ac- 
mplishment is worthy of the heartiest 


\ssistant Superintendent Robert M 
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| “Miracle of Life Insurance” 


[NX a recent laudatory article written by the editor of a 

magazine for salesmen, “How to Sell—and What,” 
The Columbus Mutual Life Insurance company of Colum- 
bus, Ohio, was declared to be the “Miracle of Life Insurance” 
because of its success in reducing cost of insurance and 
building up its surplus. Other companies in time, the 
editor predicted, will be obliged to adopt the methods 
! inaugurated by President C. W. Brandon. “The accom- 
plishments of Mr. Brandon are the marvel of insurance 
men,” he wrote. “They never thought it could be done. 
Now they are laying their tributes at Mr. Brandon’s feet.” 


So great has been the demand for this magazine article 
that it has been republished in pamphlet form. A copy 
will be sent free to any one writing his name and address 
a margin of this notice and forwarding to the Home 
Office. 


it issued practically the same volume of new business as 
in 1920, the “wonder year.”’ It showed a gain of 25% in 


| 
| The Columbus Mutual continues to astonish. In 1921, 
| 
total volume, a gain of 33% in assets and a gain of 45% 


| in surplus. Policy dividends were 50% greater than total 
death losses. The annual report is now ready for distri- 
bution. Get a copy. 

| 

| 

| 


Gold, of Mount Vernon, N. Y., district, is 
leading the assistancy force of Division 
N for 1922 in industrial net increase. 

Assistant Superintendent Ausher Block, 
of Hartford, Conn., district, is second, 
and Assistant Julius W. Garoni, of Mount 
Vernon, N. Y., district, is third. 

Agent Roscoe A. McClary, of Albany, 
N. Y., district, is building a substantial 
industrial net increase for 1922. He is 
the district leader in industrial and is 
well up among the division leaders. 

Agents Alva J. Kinney of Evansville, 
Ind., and Paul J. Kirk of Oklahoma City, 
Okla., have been doing exceptionally good 
work in handling their agencies in a 
careful and aggressive manner. Their 
work has been recognized by promotion 
to the position of assistant superintend- 
ent in their respective districts. 

Nathan Schweiger of the Prudential in 
the Middletown, N. Y., district, resigned 
as assistant superintendent, and _ will 
|| hereafter operate as independent agent 
trom the same district. 








WESTERN & SOUTHERN NEWS 


|| Number of Changes and Appointments 
Are Made—O. S. Bertram is Made 
Ft. Wayne Superintendent 


©. S. Bertram, of Indianapolis, who led 
the assistants in industrial increase last 
year, has been promoted to superintend- 
ent at Fort Wayne, Ind. Mr. Bertram 
joined the company's Indianapolis dis 
trict in August, 1916, became an assist- 
ant in August, 1918, and has always been 
a steady producer for the Western & 
Southern Life. 

T. S. Thomas, formerly assistant at 
Akron, O., has been promoted to super- 
intendent of the Allegheny district 

G. C, Steward, assistant at Columbus, 
O., north, has been promoted to super- 
intendent at Cleveland east district. 

















HE MIDLAND MUTUAL LIFE INSURANCE 
Company of Columbus, Ohio, an established, con- 
servative, high-grade and progressive Middle 
Western Company, has been admitted to Pennsylvania 
and will thoroughly organize it at once. 
General Agencies will be established at places were 
territories can be arranged. 
Men of character may apply to their advantage and 
those with local acquaintance will be preferred. 
Address Home Office. 





©. S. Bertram, assistant at Indianapo- 
lis, is now superintendent at Fort 
Wayne Ind, 

Assistant G. R. Masters, Toledo, O., 
has been promoted to superintendent at 
South Bend, Ind. 
| Two new districts have been created 
} in Cleveland: the Cleveland north dis- 
trict located at 20 Manhattan building, 
| 10605 Superior avenue; and the Edge- 
water district at 327 Gordon Arcade, 65th 
and Detroit streets. 

} Superintendents C. A. Marshall, Cleve- 

land east, and J. D. Huff, South Bend, 
| Ind., have been transferred to Cleveland 
north and Cleveland west respectively. 

The following appointments to assist- 
ant superintendent are announced: I. J 
Van Noty, Kalamazoo; E, Worst, Lake- 
view: J. B. Witherspoon, Columbus N.; 
H. Brooks, Fairmont; J VanDersluis, 





ECRET OF OUR We have a contract for you under which your 


One oe IS income will be limited only by your activities. 


A REAL PROPOSITION FOR A REAL MAN 
DETROIT 


FEDERAL CASUALTY COMPANY, miditin 


Cash Capital, $200,000.00 V..D. CLIFF, President 


Cleveland East; E. A. Johnson, Columbus 
North; Loe Geer, Akron, O.; Paul Syno- 
| racki, Pittsburgh S.; G. R. Camp, Ports- 
mouth, O.; Thomas Dalton, Pomeroy, O.; 
J. W. Cain, Akron, O.; Philip Menger, 
Middletown, O. 


New Deal at Baltimore 


The Baltimore district of the Life In- 











surance Company of Virginia has been 





opened with former Traveling Inspector 





The Masonic Mutual Life Association 


This Did Not Happen by Chance 
New Insurance Issued in 1921 ............... $ 42,448,000.00 
Gain in Insurance in Force. ..............s0++ 30,124,750.00 
Insurance in Force Dec. 31, 1921..........+0+ 101,222,295.00 
PD, neknennonbntees $e0csenseneneseceseussee 4,613,494.57 
Increase in Assets ......... 1,518,954.00 
Increase in Reserve 1,282,156.00 
Increase in Surplus 225,575.00 





Unexcelled Life Insurance Protection — Lowest Net Cost 
Absolute Security — Perfect Service — Square Dealing 
A Safisfied Field Force 
William Montgomery, Pres. Homer Building, Washington, D. C. 





W. B. Griffin as superintendent Former 
Agent L. M. Hunt, of Atlanta, goes with 
Superintendent Griffin as assistant su- 
perintendent. Other assistants will be 
selected soon, 


$3,500,000 Ordinary in 10 Days 


The Prudential has just closed a spe- 
cial drive for ordinary business’ in 
Cleveland, During an intensive effort 
lasting about ten days a total production 
of between three and a half and four 








| millions ordinary was written, Super- 





to female risks between the ages of 15 and 60. 


ST. LOUIS, MISSOURI 
EDMUND P. MELSON, President 





Added Agency Opportunities 


Advantageous agency contracts are open to men of established ability and integrity. 
Standard policy forms are now issued to male risks between the ages of 10 and 60 and 


The entering of extensive additional territory is contemplated during the current year. 


CONTINENTAL LIFE INSURANCE COMPANY 


J. DE WITT MILLS, Secretary 
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intendent C. A. Sullens led with some- 
thing over a million. The other super- 
intendents who closely followed were 
F. W. Houck, F. L. Klingbeil and J. M. 
Mackintosh The company is at the 
present time considerably ahead of last 
year’s production in Cleveland, 


USE STRENUOUS MEANS 
FOR SAVING RENEWALS 


(CONTINUED FROM PAGE 1) 


steady consistent increases They did 
not rush into the field in 1919 and 1929 
and load the books with policies indis 
criminately. They continued in the 
business of life underwriting, took ‘ 
normal gain in premium income and 
built a permanent clientele. When the 
heavy lapses were incurred by the field 
in general these agents were able 
save much more of their business 
proportion than the high-pressure sales- 
men and order-takers could. The only 
lapses experienced by them were thos 
directly the result of financial strin- 
gency. 


Business of 1921 More Lasting 





Last year’s business has appeared to 
have more lasting qualities than that of 
the two previous years. Last year the 
insuring public was beginning to watch 
its expenditures and the placing of lif 
insurance was a more difficult problem, 
one that required real salesmanship 
The decrease of about 25 percent in 
total new business as compared with 
1920 gives proof to that. The business 
of the preceding years was rushed 
the books in many cases by people who 
could not afford to continue it. This 
was true of both small and large pol- 
icies, though especially of the larger 
ones, written for $100,000 and higher 
There were many ot these that we 
written for credit or business reasons 
that could not be maintained. Many 
were written on individuals for personal 
beneficiaries that could not be mai 
tained when incomes were slashed >y 
the business depression. Now that por- 
icies are being kept more carefully 
placed both by the life underwriter and 
prospect, it is expected that lapses will 
become less frequent. 


West Coast’s Portland Meeting 


Thomson and Charles W 
Helser, vice-presidents of the West 
Coast Life, attended the company’s 
first annual district convention at Port- 
land, Ore., May 5-6. The arrange- 
ments were made by J. W. Stewart, 
superintendent of agencies for the north- 
ern department, which comprises the 
Pacific Northwest states. The conven- 
tion was the culmination of a_ two 
months effort in honor of the two vice- 
presidents and at the opening session 
they were presented with $250,000 of 
new completed — business. Gordon 
Thomson spoke on the aims and as- 
pirations of the company for the period 
between now and 1925 and Vice-Presi- 
dent Helser addressed both the confer- 
ence and a joint luncheon of the dele- 
gates and the Oregon Life Underwriters 
\ssociation E. N. Strong, president 
of the Oregon association, told of the 
plans which the Oregon agents were 
considering for an institutional adver- 
tising campaign 

The West Coast Life will move into 


Gordon 


its new building about June 25. In- 
vitations to policyholders and friends 
are being sent out for an “open house” 


reception 


Philadelphia Club Meeting 


Che Philadelphia Club of the Mutual 
Lite covering southeastern Pennsyl- 
vania and southern New Jersey met in 
annual conclave in Philadelphia last 
week. Papers were presented on the 
newer forms of monthly 
inheritance tax coverage and disability 
replacement. The following offi 

were elected President, E. J. Berlet; 
first vice president, Lester R Kohler: 
second vice president, James Lee Bost: 
secretary, Svdney Krumrine; treasurer, 


mcome tax, 


George W. Rhawn; directors, L. J. San- 


Whiteley 


tamarie and Seth H. 

















Th 
Nort! 
nouns 
avera 
er th 
whic 
1922, 


45 


com 
den 
beer 


dist 











1922 


May 11, 


LIFE 


INSURANCE 


EDITION 





























































































NEWS ABOUT LIFE POLICIES Seventy-Nine Years of Service 
| New Policies, Premium Rates, Dividends, Surrender Values and all Changes in Our first policy was issued in 1843 . ; 

Policy Literature, Rate Books, etc. Supplementing the ‘Unique Manual-Digest Up to December 31, 1921, we had paid $1,736,129,572 to policyholders 
| and ‘*‘Little Gem,” Published Annually in May and April respectively. PRICE, and beneficiaries, and had accumulated $675,319,164 for them. Dividends 
| $3.50 and $2.00 respectively. to policyholders totaled $361,465,227 in the same period. 

———— $$ _ - Total insurance in force at the end of 1921, $2,472,651,779. 
NEW 1922 DIVIDEND SCALE and there is a decrease in the oldest Corporations and Partnerships protected by Business Insurance. 
Ranthin ages at entry. If annual dividends are Inheritance tax provision for large or small estates. Philanthropic in- 
ettanet fe N left with the company to eccumelate | stitutions endowed. Income policies for the protection of homes and 
Northwestern sch Bh ae ©W | at interest instead of being withdrawn dependents. Annuities for the aged. Up-to-date Disability and Double 
— pe yy aged $1,000. in cash or applied to pay premiums, the Indemnity provisions. 
ae S P : company will allow 5 percent per an- For terms to producing Agents address 
_ num on such dividends left to accu e 

The new 1922 dividend scale of the | mulate. The new scale is as follows: | l L f I 
Northwestern National has been an- | ORDINARY LIFE e u ua 1 e nsurance 
nounced, the new dividends being on ain Age at Issue | 
average about 60 cents per $1,000 great- | Prem 
er than the 1921 scale. These rates, 7 ‘5 _ Ol } pan y O CW or 
which will become effective July 1, | 1906 $39.50 $60.70 | 
192”. are as follows for ages 25, 35 and pee 11.13 16.70 34 Nassau Street, New York 
° 907 0.88 16.15 
45 

Prem 
Whole Life June | 
Age 25 Age 35 Age 45 1907 21.15 27.65 S885 60.00 | 
Prem, $20.48 Pre mn. $26.69 Prem. $37.57 tod! ryt 6.86 10.26 Wr ° e 
Net Net Net 908 -6 6.67 9.99 14.9 A W d F ld 
Yea Div cost Div oont Div cost 1909 $.54 6.49 9.72 14.39 | l os 1e 
l d $4.11 $22.58 $4.75 $32.82 | 1910 4.45 6.51 9.45 13.82 | . 
5 762193 57 1911 4.36 6.14 9.17 13.40 | | d O 
10 ; HE +¥+- 718 1912 428 5.98 8.89 12.99 | An ncrease pportunity 
15 1 6.80 19.89 8.64 1913 4.21 5.82 8.61 12 68 | a 
20 14. 8.00 18.69 10.15 1914 1.13 5.67 8.3 12.36 Our agents can sell policies on the annual premium plan, up to $3,000, to young 
20-Payment Life — $.0% 3.58 8.06 12.02 | men and young women as young as age 2—protective insurance and Educational 
Age 25 Age 35 Age 45 Nov. and Business Start Endowment Insurance. This extension of the age limit for 
Prem $29 02 Prem. $35 30 Prem $45 30 | Jans 20.90 = 27. 8.66 59.78 Ordinary Insurance down to age 2 helps our Agents considerably. We issue 
vet ‘et ‘Net 1915 $84 7.88 11.81 . lon- i C 
Year Div. cost Div cost Div cost 1916 78 "61 1145 | Participating and Non-Participating Policies 
$3.84 38 $4 =. $31.10 et — oy | 2997 3.7 7.35 11.09 | As regards adults, we write contracts with Double Indemnity provisions covering 
10 6.06 2296 7 01 28:29 83 56.97 teh 2 6 zs + 20 | any kind of fatal accident, or with Double Indemnity provisions covering fatal 
15 7.67 21.35 9.01 26.29 10.74 1920 60 6.65 1.96 travel accident only, as may be desired 
2 9.65 19.37 11.42 23.88 13.60 1.70 ongp_ BD ep — 
20-Year Endowment Pren STARE ve We issue policies with waiver of Premium and Disability Annuity or Installment 
or ar June Payment features 
Age 25 Age 35 Age 45 an " ™ 2 > y 
Prem, $48.12 Prem. $49.93 Prem. $54.51 | 106 SS0.85 $37.10 $47.50 $66.00 | / l d f les at the same rates 
Net Net Net 1906 7.43 64 12.83 17.44 | We insure males and females a e : 
Year Div. cost Div cost Div cost 1404 1.08 #2 12.3 16.81 
rr aR 88 aa ety Bb SEL | Pre OLD COLONY LIFE 
} 6.75 41.37 6.88 43.05 7.2 47.27 | dune . : i le ee 
19 9.57 38.55 9.71 40.22 10.07 $4.44 | 180% 29.95 36.60 $7.00 65.50 | 
S$ uses Shee asses S03 tase feiss | 1907 vei ste ites Tea INSURANCE COMPANY 
20 17.38 30.74 17.55 32.28 17.91 36.6 | 1908 6.30 8.3 11.43 ».69 | IN Is 
‘ 49 7.9 0.9 5.05 | ’ — 
30-Year Endowment ton 5 ms oo a om r oe | CHICAGO II L , O 
Age 25 Age 35 Age 45 1911 5.44 7.22 10.10 14.65 
Prem, $31.37 Prem, $34.05 Prem. $41.03 | 1912 5.19 6.88 4.67 14.05 | 
Net Net Net 1913. 4.04 6.56 9.25 13.25 | 
Year Div cost Div cost cost 1914 4.72 6.26 8.84 12.54 
1 $3.95 $27.42 $4.27 $29.73 $36.22 | 1915 4.51 96 8.4 12.11 |} 
te oir ah A P| | SIX YEARS OF 
1 6.49 24.88 6.87 27.1 33.30 | Noy 
15 Ry 23.03 Rey at $1.44 > 015 29,84 6.40 46.73 65.01 | 
"0 0.60 20.77 0.9 2 9.35 “15 , oe STi 55 P 
aie eT ER TERT eae farmer in Ft Revere Anes 
’ 1917 : 4.03 §.24 7.44 10.78 
WEST COAST’S NEW SCHEDULE 1918 85 5.00 7.08 10.34 1916 $1,504,904 $9,778 $429,373 
nities 1919 3.68 4.77 6.74 9.89 | 

. ; a.) i Sean 53 4.54 6.44 9.45 | 1917 3,014,388 43,502 678,555 

California Company Issues New Divi- | »,..., ‘emeitaiie: ‘ahimeaitineiaiaiin seinsais 
dend Scale, Effective June 1, a re eee ; 1918 4,507,824 100,914 775,154 
With 25 Percent Increase 1906 $48 ? $50 1] $54.80 a“ 80 | 
1906, 11.35 12.17 13.59 6.76 
—— 1907 10.52 11.37 12.88 16.06 1919 8,556,794 205,203 941,380 
. t 73 10.54 17.19 15.35 

Vice-President and Actuary Gordon | 19°: ot. 4 6.8 | 
van “ ~ - 1909 8.98 9.86 11.54 14.63 | 
rhomson of the West Coast Life an- 1910 8.27 9.17 10.90 13.92 | 1920 12,112,174 365,286 1,127,761 
nounces that the company has just | 1%11 7.60 8.51 10.27 13.20] 
adopted an improved policy dividend | !9!2 ° 6.9% 4.90 ~— 13.20 $16 331 992 $574 971 $1 367 692 
— &. : 1 | 1913 6.37 7.30 911 13.00 
scale. The new scale of dividends will 1914 5.80 674 854 12.80 | 1921 ’ ? ’ | J 
be effective from June 1, 1922, the be- | 1915 5.26 6.18 8.01 12.65 | " 

ginning of the next policy dividend | Prem. '| Surplus to Protect Policyholders - - $757,992.36 
year 1915 $47.97 $49.92 $54.54 $67.78] aati 

lhe dividend scale has been increased | 1915 6.40 708 S54 1161 Assets $2.06 for every dollar of Liability, 

on the average of 25 percent over the | 1918 Sas CSLO7S2s1ecea | and a corps of live satisfied agents. 
company’s pre-war schedule of divi- | 47, 198 5 66 704 10.15 
dends. A new scale of distribution has | 1919 $5 5.24 6.58 1.66 F 
heen adopted, which provides a better | !%20 117 1.8 6.1 Li 
distribution as between different entry a . e éenan 0a l e nsurance ompany 
ages, durations and forms The in- West Coast Life 
creases are largest at the middle pe- The West Coast Life of San Francis: ROANOKE, VIRGINIA 
ods of » between ages 25 and 45 nneunces that t iles f vriting — . . 
riods of life between age ‘ : : = ' General and District Agency openings in Arkansas, North Carolina, 
Virginia, West Virginia and New Jersey 
On Agency matters address—W. F. Macallister, Agency Manager 
In Business Since 1862 
| have an opening here in Chicago for a live, Life Insurance Agency . 
Supervisor—a real man whv can break in, handle and develop suc- 
cessfully part time and full time men. If you can fill the bill, have 
the kick, the standing that will bear investigation, and the records CmMatyaAr J 
to prove your ability, come in and let’s talk it over Li FE INSURANCE COMPANY 
OF BOSTON, MASSACHUSETTS 
| Insures all classes of selected lives, issuing policies on the ordinary, intermediate and 
DE FOREST BOWMAN, Agency Manager industrial plan at all ages. It also insures against total and permanent a Policies 
° of the company are made secure by reserves maintained on the highest standard, with ad- 
20 E. Jackson Blvd. Phone— Harrison 8054 ditional contingent reserves providing protection against all emergencies. Information and 
Advice on any matter relating to Life Insurance is Available at any time through the 
Agencies or Home Office of thie Company. 
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MR. SUCCESSFUL LIFE INSURANCE AGENT 


Do you want to secure a General Agency for yourself? If so, read this, it is 


WORTH KNOWING 


A $5,000 Policy in the United Life and Accident Insurance Company 
guarantees 


FIRST, that in case of death from any cause, $5,600, the face of the Policy 
will be paid. 

SECOND, that in case of death from any ACCIDENT, $10,000, or double 
the face of the Policy, will be paid. 


THIRD, that in case of death from certain specified accident, $15,000, or 
THREE TIMES the face of the Policy, will be paid. 


FOURTH, that in case of total disability as a result of accidental injury, 
the Company will pay direct to the insured at the rate of $50 PER WEEK dur- 
ing such disability, but not to exceed 52 weeks, after which the weekly indemnity 
will be at the rate of $25 PER WEEK throughout the period of disability. Can 
poe MORE? And why should any man be satisfied with a policy that 
wo © less? 


Annual Premium, Age 35, Ordinary Life, $128.05. 
Twenty Payment Life, $167.10. Twenty Year Endowment, $235.10. 


UNITED LIFE & ACCIDENT INSURANCE CO. 
Home Office, United Life Building Concord, New Hampshire 








The Last Word In Service 


Through its free Health Service, The Guardian protects the 
policyholder’s health as well as his life. For five years this Company 
has offered to its policyholders the well-known service of The Life 
Extension Institute without charge. That it has been of incalculable 
benefit to the Company’s clients is proved by this analysis of last 
year’s experience: 

67% of policyholders examined revealed moderate physical defects 
or impairments. 
25% showed advanced physical defects or impairments. 
6% were seriously impaired. 
Through these examinations it was possible to make the 
“stitch in time,” thus preserving health and prolonging life. 

If you want to know the whole story of what this Company is 

doing for its policyholders and agents, address: 


T.LOUIS HANSEN, Vice-Pres., or GEO. L.HUNT, Supt. of Agencies 


The Guardian Life Insurance Company 


OF AMERICA 
Established 1860 under the Laws of the State of New York 


Home Office: 50 Union Square, New York 











“SAFE AS A GOVERNMENT BOND” 


The OHIO STATE LIFE. 


LIFE. HEALTH, ACCIDENTs*° MONTHLY INCOME INSURANCE. 


sjdaeecat LATEST POLICIES AND AGENCY CONTRACT Sai} 87-Jre3 
Openings OHIO, IND., KY, MICH. and W.VA. Write Columbus 











‘The Capitol Life Insurance Company desires to obtain the 
services of good, reliable agents in all unoccupied territory. 
Please address the company for further information.” 


The Capitol Life Insurance Co. of Colorado 
Clarence J. Daly, President 


Denver, Colorado 








Indianapolis Life Insurance Company 


(Purely Mutual) 
Operates in 
Indiana, Illinois, Michigan, Texas and Florida 
FRANK P. MANLY, President 





total disability are amended so that per- 
sons under 21 years of age, but not 
younger than 18, provided that they are 
engaged in an occupation for wages or 
salary, may hereafter be insured up to 
within 80 percent of their wages or sal- 
ary. This is a lessening on the age re- 
strictions for this class of business. 





GETS OUT NEW RATE BOOK 


Changes Have Been Made in Term 

Rates and Disability Premiums— 

Some Forms Discontinued 

The Minnesota Mutual Life has is- 
sued a new rate book. The new book 
shows changes in term rates and also 
in disability premiums. The disability 
clause is on the basis of $10 per month 
instead of $100 per year. Cash, loan, 
extended and paid-up values remain 
unchanged for the ordinary life and 
20-payment life, but are changed on the 
10 and 15-payment life plans and 10, 15 
and 20-year endowments. Some slight 
changes have been made in the cash 
values on the 20-year endowment plan. 
The company is no longer issuing the 
20-payment life with 50 percent pre- 
mium reduction. Dividends on the new 
term rates have not yet been an- 
nounced, The 20-year endowment with 
40 percent premium reduction and the 
5-year convertible term policies have 
been discontinued. A number of new 
ferms have been added. 

In addition to containing the full 
values up to even the 40th year on 
all the policies that the company has 
always offered, it has added the follow- 
ing new policy contracts: 30-payment 
life, 35-payment life, 25-payment life, 
40-year endowment, 35-year endow- 
ment, endowment at age 70, 20-pay- 
ment endowment at age 70, 20-pay en- 
dowment at age 60, 10-payments, 20- 
year endowment, 10-payment, 15-year 
endowment and life income bonds. 

The Minnesota Mutual Life’s new 
total and permanent disability clause 
provides benefits effective immediately 
upon receipt of due proofs of loss. 
Total disability is presumed to be per- 
manent after 90 days. Disability life 
income of $10 monthly is _ provided. 
There is an immediate waiver of all 
future premiums. The full amount of 
the policy is paid at death regardless 
of disability income paid. 





Manhattan Life 

The Manhattan Life of New York has 
issued a new policy form called “A 
Guaranteed Estate 6 Percent Income and 
Principal Sum Policy.” This is a com- 
bination of the monthly income and 
principal sum forms, with the disadvan- 
tages to the ordinary monthly income 
removed. Instead of a guaranteed 20- 
year monthly income for the beneficiary, 
this policy pays a 6 percent a month 
income for the full life of the first bene- 
ficiary and then pays to the second 
beneficiary the full face of the principal 
sum Both beneficiaries are nominated 
by the insured and the policy contract 
provides that the income payable to the 
original beneficiary cannot be assigned, 
thus protecting the widow or other 
selected beneficiary . by an _ ironbound 
trust fund. There are no federal taxes 
and with few exceptions no state taxes 
on life insurance, and thus the trust fund 
would be free from these burdens as 
well as income tax. 

The policy is issued on both the 
ordinary life and 20-pay basis. The rate 
at age 35 for a policy guaranteeing $600 
annually and $10,000 principal sum is 
$338.10 in the first year and $301.60 in 
subsequent years for ordinary life and 
$443.40 in the first year and $400.10 in 
subsequent years for 20-pay life. Cash 
surrender, loan, paid-up and extended 
insurance values are effective after third 
and subsequent years. The subsequent 
years’ premiums are reduced by the 
amount of such dividends as the com- 
pany declares The Manhattan Life has 
felt that the only deterrent factor in 
greater popularity of monthly income 
was the loss of principal sum, which is 
now granted in addition to the monthl; 
income. 


Kansas City Life 


The Kansas City Life has adopted the 


rates in force in 1918 in place of the 
higher rates of 1920. It has issued a new 
regular non-participating endowment 


maturing at age 65. 
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Meeting 
Objections 


By John Alford Stevenson, formerly 
Director of the Carnegie School of 
Life Insurance Salesmanship. 

Edward A. Wood gives this book 
first place on the list of books he 
characterizes as ‘‘one of the great- 
est services the staff of the Carne- 
gie School has contributed to the 
entire group of Life Insurance Sales- 


men. 
The House 
of Protection 

By Griffin M. Lovelace," Director 


of the Carnegie School ofgLife In- 
surance Salesmanship. 


One of the series of books”in the 
Harper Life Insurance } Library 
which hundreds of life underwriters 
have found invaluable. 


Use the coupon, which wi. [bringjeitherjor both book@flirect to you. 


Harper & Brothers, Franklin Square, New York 


Send me one copy of Meeting Objections, by J. A. St 





for which | am sending you $1.60 and one copy of The House } 
of Protection, by Griffin M. Lovelace, for which | am i 


sending you $1.60 


ee 

REN c:ind kaededeasaake 

Miiisesusaccneuaecasel eae 
HARPER & BROTHERS 


Established 1817 





NEW, YORK 














ACTUARIES 








7 F. CAMPBELL 
CONSULTING 
ACTUARY 
343 S. Dearborn St. 
Telephone Harrison 3384 


CHICAGO, ILL. 








h ome GUNN 
CONSULTING 
ACTUARY 


29 S. La Salle St. CHICAGO 
Telephone Randolph 3473 








~_—— J. HAIGHT 
CONSULTING 
ACTUARY 
810-813 Hume-Mansur Bldg. 


INDIANAPOLIS 
Hubbell Bldg. DES MOINES, IOWA 








ULIAN C. HARVEY 
CONSULTING ACTUARY 
Chemical Building ST. LOUIS, MO. 








J. McCOMB 
e COUNSELOR AT LAW 

CONSULTING ACTUARY 
Premiums, Reserves, Surrender Val- 
ues, etc., Calculated. Valuations and 
Examinations Made. Policies and all 
Life Insurance Forms Prepared. 
The Law of Insurance a Specialty. 


Colcord Bldg OKLAHOMA CITY 








H. NITCHIE 
7 ACTUARY 
1523 Association Bldg. 19S. La SalleSt. 


Telephone State 4992 CHICAGO 











ONSULTING ACTUARY 
402-404 Kraft Building 
Tel. Walnut 3761 








OHN C. HIGDON { in 








= E. HIGDON} Actuaries & Examiners | 








REDERIC S. WITHINGTON 


DES MOINES, IOWA 
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LIFE INSURANCE EDITION 


The Close of the Day’s Work 


Is “SHOCK ABSORBER” 





INCOME PLAN IS SO DEFINED 





Speaker Before Detroit Association 
Wishes He Could Change All “Lump 
Sum” Cases He Has Written 





BY GEORGE BROWN 
DETROIT MICH., May 9.—“In- 


come insurance is the biggest subject 
with which we have to deal,” said Er- 
win H. Leiphart of the Equitable of 
New York, to the Detroit Life Under- 
writers at their monthly meeting. “I 
have written a lot of ‘lump sum in- 
surance,’ I have changed some of it; I 
wish it were all changed. 

A man pre-administers his estate 
when he provides that the insurance 
be paid on an income schedule. He 
relieves his family of the chances they 
might take with a sum of money in a 
lump. Leave a family $5,000; they'll 
be in want within a few years. Leave 
them $1,000 on the first of January and 
they won’t have a dollar by Christmas. 
Seventy-five percent of life insurance 
men don’t study the best interests of 
their clients. 


Several Options of Payment 


“All policies provide for several op- 
tions of methods of payment. The av- 
erage buyer of insurance knows noth- 
ing of them and, unfortunately, most 
salesmen know just as little. You re- 
member what Mr. Graham told us at 
the sales congress last month—that not 
more than 1 percent of insurance sold 
provides for other than lump sum pay- 
ment. That 1s a most amazing condi- 
tion, a condition that calls for our most 
serious consideration. 

“There are four plans of payment: 

“Cash. 

“Instalments. 

“Interest income. 

“Life income. 

“Most of the objections are against 
a cash payment. Among them are: 
The beneficiary doesn’t invest immedi- 
ately, and the money is, therefore, un- 
productive; there is a tendency to de- 
posit it in a bank and check against it, 
not realizing how fast it goes until it 
is all gone; relatives come with unwise 
advice as to how to invest it, some to 
borrow; conscienceless brokers induce 
her to put it in speculative stock. The 
widow with a lump sum of money is a 
shining mark for the mining shark. 





Acts As Shock Absorber 


“A woman who has never, perhaps, 
had more than a $10 bill to spend on 
herself thinks a few thousand dollars | 
is an inexhaustible fund and keeps right 
on buying everything she ever wanted 
until the last dollar is gone. 

“The instalment plan of payment is 
a shock absorber between cash and life 
income. The average insurance sales- 
man is not, himself, sold on life income. 
Many have educated themselves away 
from a cash payment but the instal- 
ment plan is only a partial solution 
The American Association of Charities | 
states that 85 percent of families left 
destitute get on their feet in two to] 
three years. Then why not use the 
instalment plan to cover that particu- 
lar condition? Make it, say, five years | 
and insurance sufficient to cover that 
period at $50 a month. That is only 
$3,000 and can be taken care of out | 
of even a modest income This done 
vou can go back to him later with a 
life income plan 

“The interest income olan applies 
more to younger members of the 
family. 


All Arguments for Plan 


“All arguments are in favor of life} 
income and none wainst Payment | 
Starts immediately in the form of a 
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HEN you begin to figure up your earn- 
ings and recall the several reasons for 
failures during the past year, you then more 
than any other time keenly realize the im- 
portance of a helpful constructive home 
office service that trains you to overcome 
such failures. 


One of the vital elements which makes your 
day profitable is a harmonious working 
arrangement with home office officials and 
a direct co-operative spirit generously given. 


Inter-Southern Life 


JAMES R. DUFFIN, President 


All this and more we constantly strive to 
give our agents. This coupled with good 
policy contracts and liberal commissions, is 
an incentive which should interest any am- 
bitious agent who wishes to make the most 
of his salesmanship efforts. 


We would like to hear from several 
good men for important field positions 


Insurance Compan 
LOUISVILLE, KENTUC 








MAINTAINING THE RECORD IN MICHIGAN 


During the first four months of 1922, the Detroit Life Insurance Company's agents wrote $4,911,000 of new 
business. Last year the agents of this Company established a record of better than a Million a Month in 
Michigan. The Detroit Life is beating that record this year. 

This new record is evidence of further progressive co-operative efforts. The Detroit Life has agents and of- 
fices in most towns and cities in Michigan, yet there are a few openings for high class representatives in some 


Michigan communities. 


Any life insurance man or woman anxious to make new affiliations, will do well to communicate with us. 


HOME OFFICE 
Corner Woodward and Forest Avenues 


DETROIT 
M. E. O'BRIEN, President 


DOWN-TOWN OFFICE 
1005 Majestic Building 
DETROIT 
JAMES D. BATY, Secretary and Treasurer 








The Companies That Stay Are the Companies That Pay 


When a company has proven its staying qualities, as the Western Reserve Life 
Insurance Company of Muncie, Ind., has, the agent who desires to be a general 
agent can think favorably of that institution. Permanent success can only be at- 
tained through a permanent connection. ‘The companies that stay are the companies 
that pay the representative in the long run. 


WESTERN RESERVE LIFE INSURANCE Co. 


J.H. Leffler, Acting President John W. Dragoo, Secretary Marry H. Orr, General Counsel 


MUNCIE, 


INDIANA 











SECURITY LIFE INSURANCE CO. OF AMERICA 


O. W. JOHNSON, President 


ROOKERY, CHICAGO 


INSURANCE IN FORCE $37,000,000 
Assets ° ° 4,074,586 
Payments to Policyholders since Ouppalention ‘ ‘ , 3,453,460 


Openings for General Agents and Managers in Fifteen States 


Address S. W. GOSS, Vice-President and Manager of Agencies 














George Washington Life Insurance Company 


A Definite Territory 
A Liberal Contract 
Low Premium Policy Contracts 





Opportunities open in West Virginia, Ohio, Kentucky, Tennessee, Virginia, North 
Carolina, South Carolina and Georgia. Address: 


ERNEST C. MILAIR, Vice President and Secretary 
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fixed amount 


assured himself should select this plan | 
income. If the} 


as it ts non-taxable 
beneficiary select it from the 
options it is then taxable. 

“Do you know of any other method 
that will guarantee a fixed income? 
The company does all the work. There 
is no chance of loss, no depreciation, 
no slump in value. Creditors can’t at- 
tach it. 

“Aside from the duty you owe your 
client you owe it to yourself to do big- 
ger business. For every $2,000 lump 


several 


THE NATIONAL UNDERWRITER 
POLICY STOCK PLAN|EXTEND LOAN SERVICE 


It is important that the | sum insurance you sell now you will 


$6,000 on the monthly income 
You will find, too, that the re- 
check from the company 


write 
plan. 
ceipt of a 


| twelve times a year is going to be a 


bigger help to you in further sales than 
the receipt of a considerable sum dis- 
sipated in a short time.” 


Sears & Mitchell have been appointed 
general agents for the Century Life at 
Portland, Ind Both have had consider- 
able experience selling insurance, hav- 
ing conducted a general insurance 
agency at Portland for the past year. 











| 
| New England Mutual Life 
| Insurance Company 


Boston, Massachusetts 





New Insurance Paid-for, 1921 . . 
Gain in Insurance-in-Force .. . 
| Total Insurance-in-Force . 


New England Agents Write Persistent Business 


. $82,072,020 
48,641,846 
609,415,082 











their life insurance. 


to take sometime. 





B 
w 


- GRANT, President 


17,651 CLAIMS PAID IN 1921 


Most of the 17,651 cla‘“mants to whom we paid indemnity of $1,107,- 
718.38 for loss of time from injuries or illness are still adding regularly to 
These drafts are delivered by our own salesman ready 
to avail himself owa cordial introduction to the claimant's friends, or to 
provide the claimant himself with the additional life protection he intends 


_. We can use more good men to help deliver the 20,000 claim drafts we 
will issue during 1922. If you want to make MORE MONEY a letter with 
satisfactory references will bring you full particulars. 


USINESS MEN’S ASSURANCE COMPANY 


KANSAS CITY, MISSOURI 











Swe 
UMONT- 


To the Man Who Is Willing—and WILL 


We are prepared to offer unusual opportunities for 
money-making NOW and creating a competence for 
the FUTURE 


For Contracts and Territory, Address 


H. M. HARGROVE  - 


President 
Beaumont, Texas 








ee) SCC $21.02 
20 Payment Life......... 31.12 
20 Year eee aiieaen an 
Coupon Bond..........-. . 

Endowment Age 85....... 22.37 


Rates per $1000.00, age thirty. includes Double Indemnity for accidental death from any cause 
and a premium waiver with $10.00 monthly income disability. 


District Manager wanted for Cincinnati and surrounding territory. 
THE GEM CITY LIFE INS. CO., Dayton, Ohio 


Endowment Age 50....... $44.82 
Endowment Age 55....... 33.15 
Endowment Age 60....... 52 
Endowment Age 65....... 25.78 
Endowment Age 70....... 20.42 















Southland Life Insurance Co. 


DALLAS, TEXAS 


S The Progressive Company of the South 
S HARRY L. SEAY, President ! 














CONSERVATION OF BUSINESS 

We are reinstating, revamping and cleaning up indebted poli fora 1 Pp 

thus standardizing and conserving the business, increasing the income, preventing lapses, and keeping 
the policyholders satisfied, and at practically no expense to the Companies. oy 

Our references cover eighteen years of satisfactory service, and we respectfully solicit your patronage. 


THE OTIS HANN COMPANY, Inc. 


10 So. LaSalle St. 


ber of Life C 





Chicago, Illinois 








OPERATING DETAILS GIVEN 


Outline of Contract Being Issued By 
National Savings Life Company 
of Wichita, Kan. 


WICHITA, KANS., May 10.—The 

National Savings Lite, of Wichita, 
which commenced writing business on 
April 1 of this year, is rapidly carry- 
ing forward its organization and ex- 
pansion plans. At present, the com- 
pany has a paid in capital of $150,000 
and $37,500 paid in surplus. Under its 
plan, it will ultimately have a capital 
of $300,000 divided into 30,000 shares 
of $10 par value and a surplus of 
$275,000. 
The company’s operating method is 
unique. The directors have purchased 
5.000 shares of the capital stock at 
$12.50 a share and the Wichita Under- 
writers, Inc., a Delaware corporation, 
has purchased 10,000 at $12.50. The 
stock purchased by the Wichita Under- 
writers has been deposited with the 
First Trust Company of Wichita, and 
will be resold to policyholders at $20 
a share. After this stock has been re- 
distributed to policyholders, the direc- 
tors of the National Savings Life will 
buy an additional 5,000 shares, and the 
Wichita Underwriters will take another 
10,000 shares. The shares purchased 
by the Wichita Underwriters will be 
re-distributed at $25 a share to new 
policyholders. 





b 








Connection of Financing Company 


Louis A. Boli, Jr., vice-president of 
the National Savings is general agent 
of the company, and the profits of his 
general agency contract have been as- 
signed to the Wichita Underwriters. 
The Wichita Underwriters was organ- 
ized for the purpose of tinancing the 
general agency of the National Savings. 
The officers and directors of the Na- 
tional Savings Life will serve for a 
period of two years without compensa- 
tion. Because of this, it is expected 
that the business can be put on the 
books at less than the first year’s pre- 
mium. The company expects to write 
$10,000,000 of business for the first two 
years 

Details of Method 


The Wichita Underwriters in order 
to secure the necessary funds to pur- 
chase 20,000 shares of the capital stock 
of the National Savings Life at $12.50 
per share amounting to $250,000 will 
sell 250, $1,000-collateral gold notes 
due in five years bearing 7 percent in- 
terest. These notes are signed by the 
Wichita Underwriters, Inc., and each 
note is secured by 80 shares of the capi- 
tal stock of the National Savings Life. 
The stock acquired by the Wichita 
Underwriters is then deposited with the 
First Trust Company of Wichita as 
collateral security for the 7 percent col- 
lateral gold notes and for re-sale. Each 
policyholder who purchases a policy 11 
the National Savings Life assigns the 
dividends on his policy to the First 
Trust Company, until the Trust Com- 
pany has received an amount sufficient 
to pay for the stock and interest. The 
stock is then re-issued to the policy- 
holder who has purchased it with his 
policy. The 80 shares of stock when 
re-sold at $20 a share will return to the 
Trust Company $1,600. Out of this 
amount, the Trust Company pays $1,000 
and interest for each 7 percent col- 
lateral gold note, and the balance, $600 
and interest, is paid directly into the 
surplus of the National Savings Life 





The policies issued are sold only in 
multiples of $5,000. The company will 
operate in Kansas only during 1922, but 
contemplates entering other states after 
the first year. 


Herbert N. Laffin, assistant counsel! of 
the Northwestern Mutual Life, Milwau- 
kee, has been elected president of the 
Milwaukee Rotary Club. 


May 11, 1922 


MISSOURI STATE’S BRANCH 
Mortgage Loan Department Opens at 
Phoenix, Arizona—R. L. Doherty 
to Cover Western Territory 





May “th the Missouri States Life is 
opening at Phoenix, Arizona, a branch 
of its mortgage loan department, which 
will be in charge of R. L. Doherty. The 
Southern California headquarters oi 
that department will be at 701 Stock 
Exchange Building, Los Angeles, whic! 
is the address of John M. McTeer, the 
company’s general agent. 

The newly created office in Phoenix 
will have supervision over the mortgag: 
loans of the Missouri State Life in New 
Mexico, Arizona, Nevada and California 
and its establishment marks the first 
step in the company’s plan to have a 
large and active part in financing the 
development of the immense natural re- 
sources to be found within the borders 
oi those states. 

Full recognition of this territory as a 
desirable field for its mortgage loan in- 
vestments has been consistently urged 
upon the company by General Agent 
McTeer, and when President M. E. Sin- 
gleton visited California a short tim: 
ago, accompanied by Vice-Presidents 
W. Frank Carter and Wm. E. Russell, 
Mr. McTeer took the party in his car 
on an automobile trip which embraced 
practically all of California and covered 
2,700 miles. At the conclusion of this 
trip the home office executives acknow] 
edged the wonderful possibilities oi 
development existing throughout th 
state, and the element of substantial se- 
curity which California has to offer 
capital seeking opportunities for safe 
investment in mortgage loans. 


Announces New High Record 

R. J. Snead, of the Philadelphia Life, 
set a new high individual record for the 
company when he recently wrote $60,- 
600 of paid-for business in five days. 
it was announced Monday at a meet- 
ing of the Plico Club. Jackson Ma- 
loney, vice president of the company, 
discussed the lead system for salesmen 
and announced that next week Earl A. 
Buckley would address the club on 
“Systematic Circularization.” W. L. 
Megary, president of the club, told how 
he had sold a $100,000 policy while he 
was with the Equitable, because the 
president of the Equitable had writ 
ten a personal letter to the prospect 
while the latter’s decision was hanging 
in the balance. 


New Kansas City Assessment Company 
The United States Reserve Life is 
getting under way at Kansas City, Mo.. 


with Clark Strickland organizer and 
president, and Frank H._ Jimerson. 
agency manager. Che corporation is 


being chartered under the stipulated 
premium law but is said to be selling 
policies on the same order as for legal 
reserve operation, which the corpora- 


tion Is expected to follow later on. 
Original incorporation, on the stipu- 
lated premium basis, is for $25.000 


Stock is being sold also, but not under 
any combined contract with applicants 
for imsurance, the Missouri law per- 
mitting no such program of combined 
selling as is possible in some states 


Andrews Got Third Place 

\lbert Andrews, one of the leading 
producers of the Southern California 
Agency of the Missouri State Life. at 
Los Angeles, won third place in a con- 
test tor leadership in the renewal of 
business mm 1921 among about 2,200 
igents of that company in the United 
States, The honor carried with it a prize 
ot $100 in gold. Mr. Andrews is one of 
the big writers of the Missouri State 
Life and was formerly general agent at 
Los Angeles, which position he resigned 
a tew years ago in order to devote his 
entire time to personal production. 
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new imsurance written in 1921 y all 
classes of organizations aggregated $9 
027,856,712 and th losses paid wert 
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Provident Life 
Insurance Company 
Bismarck, North Dakota 





Insurance in Force, $13,500,000 





F.L. CONKLIN, 
Secretary 
H. B. BEACH, 
Ast. Sec. and Actuary 
W. H. BODENSTAB, 
Medical Director 


H. H. STEELE, 
President 

Cc. L. YOUNG, 
Vice-President 


J. L. BELL, 


Treasurer 














THE COMPANY OF CO-OPERATION” 


DES MOINES 


LIFE AND 
ANNUITY 


COMPANY 


We will insure the whole family! 
Any plan, any age, either sex! 


This is a service our men 


appreciate these days 


If it appeals to you, write 


HOME OFFICE 


DES MOINES ik-? Bide.) IOWA 


rERRITORY 


IOWA SOUTH DAKOTA 








Capable Policy-Placers 





Can vays isfactory opp¢ 
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Union Mutual Life Insurance Co. 
PORTLAND, MAINE 
Address: ALBERT E. AWDE, Supt. of 


Agencies 











A Penn Mutual Premium, less a Penn Mu- 
tual purchasing a Penn Mutual 
Policy, Mutual values, 
make an roposition which in 
th is unsurpassed 
interest of all 


Dividend 
containing Penn 
Insurance P 
e sum of all its Benefits, 
cost and care of 


for net tow 


members 


The Penn Mutual 
Life Insurance Company 


of Philadelphia 


January 1, 1909, Rates 
Values Increased to Full 


Were 
3% 


Reduced 


Reserve 


On 
and 





20 





@ A postal or letter 
from you will 
bring information 
about our Square 
Deal Agency 
Contract. 


Nate nal ye 
neurance Company 


Home Office, Madison, Wis. 











| ent 
Rooms 601-606 The Fourth Nat. Bank Bldg. 


_ HOME LIFE INSURANCE CO. | 


NEW YORK 
WM. A. MARSHALL, President 
The 62nd Annual Report shows: 






Premiums received during the | 
— =e ee esececee $6,990,547 
| Payments to Policyholders and 
their beneficiaries in Death 
Claims, Endowments, Dividends, 
WR,  wendansaseenesenoneussnesonces 4,740,340 | 
Amount added to the Insurance 
EE DUE nccanensncncsncees 2,121,307 | 
Net Interest Income from Invest- 
REE 1,964,050 | 
($642,638 in excess of the amount t 
required to maintain the re- } 
serve) 
Actual mortality experience 53.44% | 
of the amount expected. | 
Insurance in Force....... sev eeeeees$223,116,887 | 
Admitted Assets .......ccccseecees »222,328 | 


FOR AGENCY APPLY TO 

W. A. R. BRUEHL & SONS 
General Managers 

Ohio and Northern | 

| 


era 
Central and —- 
| 


CINCINNATI, OHIO 
HOYT W. GALE | 
General Manager for Northern Ohio | 
229-233 Leader-News Building | 
CLEVELAND, OHIO 








FEDERAL UNION LIFE 


Insurance Company 


Cincinnati, Ohio 
has just issued a very interesting 
booklet 


“Suggestions for Increasing 
Your Income” 


and would be pleased to send a 
copy to every Life, Fire and 
Accident Agent in 


Ohio, Illinois and Kentucky 














Rates Reduced 


Premium rates reduced 
September, 1920 

All leading forms of polli- 
cies written. 

Best of contracts to 
agents. 

Two general Agenciesopen 
in Iowa. 

Write for information. 





LOUIS H. KOCH, President 


National American 
Life Insurance Co. 


Burlington, Iowa 


PREPARE FOR MEETING 


ASSOCIATION RALLY 


| 
| AGENTS’ 


Northwestern Mutual Life Plans for 
the Annual Gathering of 
Its Men in July 


The annual meeting of the Agents’ 
Association of the Northwestern Mu- 
tual Life will be held at the home office 
in Milwaukee, July 24-26. The two 
prominent ideas in this year’s meeting 
will be “Our Company,” and Selling 
Northwestern.” At the dinner to be 
given under the auspices of the Clerks’ 
Association, Paul F. Myers of Wash- 
ington, D. C., will speak. He was for- 
merly assistant commissioner of inter- 
nal revenue. On the second day, Henry 
F. Tyrrell, legislative counsel, will give 
a historical review of the Northwest- 
ern. M. H. O. Williams, assistant 
superintendent of agents, will explain 
the points in the new policy contracts, 
which by that time will be issued. Vice- 
President M. J]. Cleary will explain why 
the Northwestern Mutual will not issue 
income disability or double indemnity 
General Agent C. L. McMillen 
will talk on “Selling 
Northwestern.” Superintendent of 
\gents George E. Copeland will close 
the forenoon session of the first day. 


riders 


of Milwaukee 





Are Now M. I, B. Members 


The Medical Directors Association, in 
executive session on Monday of this 
week, passed on the applications for 
membership into the Medical Informa- 
tion Bureau, filed by the American Life 
Convention companies, and accepted 
them, thus increasing the M. I. B. mem- 
bership by 101. With few exceptions 
these companies are taken in as asso 
ciate members, a few going in as full 
members, and some electing to remain 
the organization. This action 
the transaction between the 
M. I. B. and the impairment bureau of 
the American Life Convention, the lat- 
ter having dissolved so that all impair- 
ment could be handled by one 
organization. 





outside 
closes 


Servicc 


Philadelphia Life in Cleveland 


E. J. Strickland, supervisor of the 
Philadelphia Life for Ohio, has opened 
up offices in the Engineers building in 
Cleveland, and will make it his head- 
quarters in developing the field forces 
of the company throughout the state 
He plans gradually to build up a sub- 
stantial city agency. Mr. Strickland 
was formerly agency supervisor for the 
Cleveland Life. 


U. S. Life Loses Suit 


Judgment for $1,000 against the 
United States Life by Edward Gree- 
nough has been affirmed by the Su 


preme Court by Vermont. Greenough 
brought suit against the company for 
the recovery of $1,000 which he alleged 
he had put up as a cash bond with 
William J. Powers, who represented 
himself to be agent of the United States 


Life. The money was put up in order 
to secure an appointment as a_ sub- 
agent. Greenough was formerly a 


the University of Vermont, 


student of 


We Want Real Men 


with ability and resources to 
develop three or four counties, 
getting and handling sub- 


agents, in Ohio, Indiana, 
Illinois, Missouri or lowa. 
FARMERS NATIONAL LIFE INS. Co. 


F. N. L. Building, 3401 Michigan Ave. 
CHICAGO, ILLINOIS 














NATIONAL 








UNDERWRITER 


May 11, 


1922 


and it is said that Powers appointed a | nia for his health, and as he had been 


number of other students as_ sub- 
agents requiring from each a cash bond 
of from $250 to $1,000. It is further 
claimed that Powers promised _ the 
students weekly salaries, but that he 
absconded and has not been since lo- 


| cated. 


Keep Up Big Volume 


The Minnesota Mutual continued 
through April writing a larger volume 
of business than in 1921. Up to May 1, 
the volume of business written by the 
Minnesota Mutual during 1922 was 110 


percent of that written in 1921. The 
company believes that before the year 
is over that percentage will be much 


increased. 


Warm Contest in California 


The friendly race for supremacy dur- 


ing the current year between the two 
California general agencies of the 
Equitable Life of lowa continues so 
close and is being engaged in with so 
much spirit that it is becoming an ex- 
citing contest. The Walter G. Eader 


agency, of San Francisco, led the field 
for the state in the production of busi- 
ness for March, but the Porter & Shel- 
don agency in Los Angeles won that 
honor in April by a slight margin. 


Business Insurance Boom 


Life insurance men who are special- 
izing on business insurance say that the 
amendment to the income law which 
climinated the tax on life insurance re- 
ceived by business concerns on the 
death of the person insured has helped 
stimulate production very much. Busi- 
concerns are much more inter- 
ested in taking out insurance than they 
were in the past. There are a numbet 
of concerns that are expanding or tak- 
ing on some new work. They feel that 
they are on the eve of great achieve- 
ments. ‘They probably have been com- 
pelled to borrow money and in order 
to bolster up their credit and put them- 
selves in good shape they take out busi- 
insurance. 


Observe “Fry-Reilly Month” 


“Fry-Reilly Month” will be observed 
by special agents, agency managers 
and other employes of the Old Line 
Life of Milwaukee during June. Dur- 
ing the coming month occur the birth- 


ness 


ness 


days of Rupert F. Fry, president, and 
John E, Reilly, secretary and treasurer 
of the company, and it is planned to 


establish new records in the number ot 
applications turned in. Among the spe- 
cial features will be decorations of ap- 
plications, life being ornamented with 
red roses and health and accident with 
pink roses. 

President Fry will be 
principal speakers at the 
field forces of the company to be held 
at the home office Sept. 1. Other offi- 
cials of the company and sales experts 


one of the 
rally of the 


will deliver addresses at the meeting 
and the affair will close with a ban- 
quet. 


Increase Kansas City Group Policy 


The 3,000 members of the Kansas 
City Railways Brotherhood are now 
insured under a group policy issued by 
the Aetna, for $1,000, the policies be- 
ing increased from $300, which has been 
the face value for the past three years. 
This increase in insurance was _ ar- 
ranged by the receivers of the Kansas 
City Railways Company, the local 
street railway company agreeing to pay 
$1.40 a month instead of $1 a month, 
on account of employes’ insurance. D. 
M. Skinner, manager for the Aetna at 
Kansas City, has handled the case. 





Clergymen in Life Insurance 


General Agent W. H 
Union Central Life at Los Angeles has 
recently added to his field organization 
formerly clergyman Geo. W. Bunton 
of Riverside, lately from Dayton, 
where he was pastor of the Methodist 
Episcopal church for a number of 
years Mr. Bunton 


. e | 
Cramer of the} 





a salesman before entering the min- 
istry he decided upon life insurance as 
a vocation. H. M. Stansifer of Santa 





was pastor of the Christian 
church in that city for a number of 
years, but has abandoned the ministry 
for the more lucrative profession of 
life insurance salesmanship, in which 
he has already experienced a substan 
tial degree of success 


Charles E. Meeker 
Meeker, special agent for 
the Fidelity 


Barbara 


Charles E., 


the farm department of 

Phenix in Nebraska, has resigned, ef 
fective May 15, to act as executive 
special representative of the Prairic 


Life of Omaha in Nebraska with head- 
quarters at 735 Keeline building, 
Omaha. 


Convention at Sioux Falls 

The Cedar Rapids Life held a dis 
trict convention in Sioux Falls, S. D 
last week, with 24 representatives pres- 
ent. C. B. Robins, president of the 
company spoke on “Company,” C. B. 
Svoboda spoke on “Policies and Policy 
Forms,” and C. Hoskins, Fort Dodge 
general agent, gave an address on “In- 
tensive Soliciting and Intensive  ulti- 
vating of a Territory.” O. A. McFar- 


land of Sioux Falls, states manager 
was toastmaster at the luncheon and 
D. M. Parrick gave a talk. 


Albert D. Payton 


Secretary Frank T. Partridge, of the 


New England Mutual, who has been 
visiting the Pacific Coast agencies of 
the company during the last two 


months, the greater part of which time 
has been spent in southern California, 
left Los Angeles May 4 on his return 
trip to the home office in Boston. Prior 
to his departure from Los Angeles, Mr 
Partridge attended to various details in 


connection with the installation of the 
company’s new general agent in this 
city, Albert D. Payton, whose appoint- 
ment became effective May 1. Mr. Pay- 


ton was promoted from the position of 
district manager at Sioux City, in charge 
of northwestern Iowa, which is a part 
of the Des Moines zeneral agency. He 
has been with the New England Mutual 
ten years and possesses a splendid rec 





ord in the accomplishment of results 





Slaps Columbian Circle 














Edward D Peifer of Chicago, the 
founder of the Columbian Circle. who 
was its head up to 1919, claims that the 
order is deteriorating For instance, he 
States that there was a net loss of $3.- 
808,138 insurance in force and a reduc- 
tion of $71,368 in net ledger assets last 
year. He states that last year the com- 
missions and fees amounted to $168,511 
this being in addition to salaries of 
deputies and organizers, agents, officers 
and office employes, which together 
makes a total of $288,863 paid in ex- 
penses which was about 48 percent in 
proportion to the death and other bene- 
fits paid. In other words, he says that 
out of $728,673 received from members 
last year 38 percent, or 5.249, was 
paid out in expenses The total dis- 
bursements were $288,863 

Life Notes 

The Chicago agency of the Union Mu- 
tual Life, under Manager Walter C. 
Kennicott, has moved to 613 Merchants 


Loan & Trust building. 

The Lee C. Robens state agent for the 
| New England Mutual at Hartford, Conn., 
| reports a gain in business for the first 
| of this year, as compared with the corre- 
sponding period of 1921, of over 20 per- 
le nt 
| The Continental Assurance of Chicago, 
the running mate of the Continental 


Casualty, has been licensed in Louisiana 


and appointed Henry S. Kaufman, Ltd., 
of New Orleans, general agent for the 
state 


J. C. Lambert and Everett L. Ford have 


formed a partnership and taken a gen- 
eral agency of the Security Life of Amer- 
ica at Moline, Ill. toth were formerly 
with the Prudential at Moline and later 


with the Equitable Life of Iowa. 

The Evarts-Tremaine-Flicker Company, 
general agent for the Fidelity Mutual in 
Cleveland, has removed its offices from 
the Williamson building to the 19th floor 
of the new Cleveland Discount building 
on Superior avenue T. L. Bean is man- 


went to Califor- | ager of the life department 












































‘‘Cooperation Headquarters’’ 
Home Office Building of the Peoria Life. Owned by 


the Company, without lien or incumbrance of any 
kind. Built from its current receipts, without dis- 
turbing the farm mortgage investments which have 
earned the Peoria Life its reputation for: 


‘*Policies Strong as Farm Mortgages Can Make Them!”’ 









































A Company of Distinction 


There are reasons why the Peoria Life has earned a place 
in the front rank of middle west companies: 


its consistently rapid growth; 

its active, aggressive Home ofhce and 
agency organization; 

its remarkable renewal record; 

its unusually low mortality ratio; 

its high grade farm mortgage investments; 
its up-to-date methods and thorough co-op- 
eration with its agents 


All are factors which have given to it a high reputation 
and a commanding position in the insurance world. 


Peoria Life Insurance Company 


Peoria, Illinois 


Good Contracts to Clean, Live Agents 
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NEW HOME OF THE GREATEST ILLINOIS COMPANY 
Corner Lake Shore Drive and Scott Street 
Land and Building Owned and Occupied Exclusively by the 


ILLINOIS LIFE 


$19,413,846.72 


Payments to policyholders and beneficiaries since organization 21,566,983.06 


Admitted Assets, December 31, 1921 


FIVE YEARS RECORD 


| Year Ending Dee. 31,1916 | Year Ending Dec. 31,1921] INCREASE 
Interest Income..| $ 620,562.65 | $ 991,613.43 $ 371,050.78 
Premium Income. | 2,419,486.91 3,818,060.43 1,398,573.52 
Admitted Assets..|  12,946,337.03 | _—_19,413,846.72 6,467,509.69 
Insurance in Force | _80,280,589.82 | _136,485,045.27 | _ 56,204,455.45 


ILLINOIS LIFE INSURANCE CO. 


CHICAGO 


James W. Stevens, President 


GREATEST ILLINOIS COMPANY 
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